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Make Your Store Headquarters 
for Home Butchering Supplies 


NOW! 


Butchering time is just ahead... . and never 
before has Home Butchering been so im- 
portant to the farmer—and to Uncle Sam. 


Our Government is asking farmers to butcher 
more meat on the farm than ever before. Meat 
is scarce—commercial meat packers and trans- 
portation already are overburdened. 

Farmers will want their Home Butchering 


Supplies now. Serve them by making your store 
headquarters for what they need. 

“Enterprise” is again furnishing you with free 
display material . . . ask your jobber’s salesman 
for it or write direct to us. 

Now—when you are changing your displays, 
set up a counter and window, grouping together 
choppers, stuffers and presses, cleavers, knives, 
pails—everything for Home Butchering. 


ENTERPRISE MANUFACTURING COMPANY of PA. 


THIRD AND DAUPHIN STREETS, PHILADELPHIA 








in what we buy and own. 
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THE WOOSTER BRUSH CO. 

Brush Manufacturers Since 1851— Thru 4 Wars 


Every dealer should get back of 
the drive to sell United States 
War Bonds. By doing so they 
will be accomplishing two things: 
(1) Helping our country to fi-, 
nance the production of war ma- \* 
terials thereby helping to win the 
war; (2) Helping to provide funds 
for future delivery of peace-time 
commodities which go to make 
up the American Design for Liv- 
ing, with its freedom of choice 












WOOSTER 


WARTIME BRUSHES 
ARE AVAILABLE FOR 
ESSENTIAL USES 
THROUGH WOOSTER 
JOBBERS 
PROMPT DELIVERY 
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the use of rubber and it still maintains — 
’-- the desirable features which have con- 
~ tributed to its enormous sale. Every rollis — 
sold with guaranteed minimum footage 
plainly stamped on the carton. Packed in 
four sizes — Nos. 1, 2, 4 and 8. Each 
carton completely Cellophane-wrapped. ss 


BOSTON WOVEN HOSE & 
(CAMBRIDGE, MASS. 
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ALWAYS AN R-W TRADITION 


OW more than ever you need—and ought to have—good service. 

Richards-Wilcox offers you good service now just as it always 

has in the past six decades. For service—good service—is a 

Richards-Wilcox tradition. And despite the war, we shall make every 
effort to maintain that tradition intact. 


Richards-Wilcox hardware has long been recognized as the world’s 
finest. Naturally, during this era of stress, American industry is turn- 
ing with confidence to the famous R-W line. 


Remember—R-W offers you free engineering service. Make use of 
it. Every branch listed below is staffed with engineers. 


And don’t forget . . . the traditional Richards-Wilcox service. 


Richards-Wilcox Mfg. ©. 


AURORA, ILLINOIS, U.S.A. 





“Quality leaves 
its imprint” 
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STANLEY HARDWARE 


that meets specifications of the 


DEFENSE HOUSING CRITICAL LIST 




















10553 6” (1022B) Chain 
Bolt. Wrought steel, Japanned 





' finish. 
| - 
& 1056J 6”(1049B) 
na Foot Bolt. Wrought 
steel, Japanned 
Re finish. 
SS) 
x OS55P Floor Hinge, double acting, ball 








bearing. Wrought steel, primed for painting. 





242P Butt (201414P). Wrought steel, 
primed for painting. Sizes 342” x 314”, 
and 4” x 4”. 





476K Pull. Wrought steel, Zinc plated. | 









465K Pull. Wrought steel, Zinc plated. 


1565P 114”Hinge. 1521P Semi-con- 
Wrought steel, cealed Hinge. Pi 
primed for painting. Wrought steel, 

primed for painting. 


| © | 
| j 
158J3 Spring a 


Hinge. Ja- . 
panned finish. & 
a) |) 
33K Spring Catch, for lipped or flush ap 
doors. Wrought steel, Zinc plated. ow 
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37931 6” (1060A 1010 12”(1051A) 





US1D) Surface Cane Bolt. Wrought 
Bolt. Wrought steel. 


steel. Dead black 







267P Casement 
Hinge. Wrought steel, 
primed for painting. 





17243 (1825 48631 (1201A 
US1B) Screen US1D) Hook Sash 
Hanger. Wrought Lift. Wrought 
12523 (1189A) ww Japanned — Dead black 


Latch. Wrought 
steel, Japanned 
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Padlock Eye. Wrought 
steel, Japanned finish. 


17613 Cellar Window Set. Wrought 





12453 (1430 US1B) 
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908) 12” (2209 Steel Pin 
US1B) Extra Heavy T- 
Hinge. Wrought steel, Ja- 









































panned finish. steel, Japanned finish. 
These are the Stanley Hardware items which meet the specifica- 
L$ T A A L E Y) tions of the Defense Housing Critical List. Orders for any of these 
items, accompanied by proper priority certification and End Use 
TRADE ¥ ARK symbol, will be handled promptly. Keep this page handy for 
ready reference. The Stanley Works, New Britain, Connecticut. 
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L- doesn’t go into the smoke of battle, but 
wherever you see this flag you know that it spells 
Victory for our boys on the fighting fronts. To 
everyone, it means that the firm which flies it has 
attained 90 percent or more employee participa- 
tion in the Pay-Roll Savings Plan . . . that their 
employees are turning a part of their earnings 
into tanks and planes Bed pode regularly, every 
pay day, through the systematic purchase of 
U. S. War Bonds. 

You don’t need to be engaged in war production 
activity to fly this flag. Any patriotic firm can 
qualify and make a vital contribution to Victory 
by making the Pay-Roll Savings Plan available 
to its employees, and by securing 90 percent or 
more employee participation. Then notify your 
State Defense Savings Staff Administrator that 








Make Every Pay Day “Bond Day" 





Next to the Stars and Stripes... 


AS PROUD A FLAG AS INDUSTRY CAN FLY 


Signifying 90 Percent or More Employee Participation in the Pay-Roll Savings Plan 


you have reached the goal. He will tell you 
how you may obtain your flag. 

If your firm has already installed the Pay-Roll 
Savings Plan, now is the time to increase your 
efforts: (1) To secure wider participation and 
reach the 90-percent goal; (2) to encourage 
employees to increase their allotments until 10 
percent or more of your gross pay roll is sub- 
scribed for Bonds. “Token” allotments will 
not win this war any more than “token” resist- 
ance will keep our enemies from our shores, 
our homes. If your firm has yet to install the 
Plan, remember, TIME IS SHORT. 


Write or wire for full facts and literature on instal- 
ling your Pay-Roll Savings Plan now. Address 
Treasury Department, Section D, 709 12th St, 
NW., Washington, D. C. 
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THE NEW YEAR RIGHT 


During The Year 1942 Hundreds 
Of Dealers Sold And Displayed 


[Res KLOTH 


Enjoying A Large Sales Wolume 
And A_ Handsome Profit. Start 


1943 Right By Adding This Fast- 
Selling Specialty To Your Line. 


ASK YOUR JOBBER ABOUT PRES-KLOTH Weaver Pres-Kloth Company 
NOW OR WRITE DIRECT TO OMAHA, NEBRASKA 





HERE is the modern, stream- 
lined caster—the ball bear- 
ing “ACME” caster that rolls 
smoothly and easily in any 
direction. Protects floors, 
rugs and floor covering of 
any kind. 


“Arne 
CASTERS 


A fast-selling item and a 
real profit-maker. “ACME” 
Casters sell themselves. All 
you have to do is roll an 
era Bie IG eg “Acme” on the counter and 
| BALLCONTACT ‘S , ~~. *| the sale is made. The ex- 
WITH FLOOR = OS eae | clusive ball bearing feature 
) m makes “Acme” the out- 





THE SCHATZ MANUFACTURING CO. ‘ 
U. S. A. standing caster of the trade. 


REPRESENTATIVES TEC AT 
Detroit: 2640 Book Tower ® Chicago: 902 S. Wabash Ave. 
Cleveland: 402 Swetland Bldg. * Los Angeles: 5410 Wilshire Blvd 
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Consider the Farmer 


$=% 
NICHOLSON can’t get as close to 
him personally as you can. He 
comes into your store frequently—especially 
during the months of work let-up. 


By taking hold where Nicholson advertis- 
ing leaves off, you can do the farmer and 
your country a good service by stressing the 
wartime necessity of fixing things up and 
making them last. 


For months, Nicholson advertising has 
been running advertisements in support of 
the Government’s conservation plea to make 
tires, cars, machinery and equipment last 
longer through judicious use and timely 
repairs. A portion of a typical Nicholson 
farm-magazine advertisement on this sub- 
ject is reproduced at the right. 


‘ You are in an especially favorable posi- 
tion to help, because you carry the very 
tools needed for a lot of fix-up jobs. None 
have more varied uses than FILES. You do 
your customers a further good turn by sell- 
ing them files which in themselves last 
longer— Nicholson or Black Diamond, the 
brands that carry the unqualified guaran- 
tee of Twelve perfect files in every 
dozen. 


There are as yet no tight priority 
restrictions on files for the farm. Con- 
sult your jobber as to the kinds and 
sizes most readily available. 


NICHOLSON FILE CO., PROVIDENCE, R.1., U.S. A. 


(Also Canadian Plant, Port Hope, Ont.) 





NICHOLSON FILE 


mane ek FOR EVERY PURPOSE 


» 
$ #3 
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EING REPAIRED! 
Profit from this opportunity 


. «+ by telling your customers 
how NUCUT Files help do 
more work better, faster! 


WHAT FILE shall we use in rebuilding this 
discarded product? What file for repairing 
that worn part? What file for overhauling 
that old equipment? Questions you are 
asked every day! Questions, too, you are 
going to hear more often! Because every- 
where people are fixing up and salvaging 
old things. 


This is a wonderful opportunity to tell 
how NUCUT Files will help your customers 
—by filing more, better, faster, with less 
effort. NUCUT’S exclusive “Wavy Teeth” 
design is a patented combination of coarse 
teeth and fine teeth, positioned in scientific 
wavy rows. The coarse teeth cut clean, 
deep, true. The fine teeth level the surface 
smooth. Both at the same stroke! Without 
skidding or scraping! 


Ask your jobber about sizes, shapes and 
cuts to meet your customers’ needs best 
—for iron, steel, aluminum, brass, bronze, 
copper, slate and wood. 


HELLER BROTHERS COMPANY 
America’s Oldest File Manufacturers 
Newark, N. J. * Newcomerstown, Ohio 





HELLER 


WAVY TEETH 
tte 


FILES 


PaT. NO. 2027039 
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Builders’ Hardware 
Simplification Same 


Probably the most extensive 
simplification made to date, 
WPB’s order L-336, cuts the 
number of builders’ hardware 
items from 27,000 to 3,500. 
Under this order, which is 
effective Jan. 15, 1943, pro- 
ducers are prohibited from 
putting into process any size, 
type, grades, finishes, weights 
and standards of builders’ 
hardware which do not con- 
form to the new restrictions. 
An interval is allowed, how- 
ever, to permit manufacturers 
to assemble from completed 
parts inventory. This grace 
period expires March 1 when 
all producers’ stocks of non- 
approved finishes, etc., will 
be frozen. The approved 
styles and types are reported 
“uniformly simple in design 
and finish.” As no mention is 
made of wholesale and retail 
inventories of finished prod- 
ucts not in conformity with 
the new restrictions, it is as- 
sumed that sales made by dis- 
tributors will continue as long 
as the available merchandise 
lasts. If so, this situation 
should not be too difficult as 
general home building is 
pretty much at standstill for 
the duration. Defense hous- 
ing projects can still be served 
and will likely use the new 
approved hardware. From an 
industry standpoint, this new 
order would appear to pretty 
well confine builders’ hard- 
ware production to strictly 
“bread and butter” numbers 
on which there is scant mar- 
gin out of which to create new 
tax monies. Presumably, this 
drastic move is to conserve 
metals, manpower, etc. It 
does have the virtue of being 
very largely planned by prac- 
tical builders’ hardware men, 
competent to make — such 
serious decisions, and, while it 
will not please everyone, this 
program of curtailment is cer- 
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tainly on a sounder basis than 
it could be if the entire de- 
cision had been made by some 
group of mere theorists with- 
out a_ practical working 
knowledge of this section of 
our hardware industry. 


Post-War Builders’ 
Hardware??? :— 


This builders’ hardware 
simplification program brings 
a few very natural questions 
to mind. Was it ever neces- 
sary to have 27,000 items in 
the builders’ hardware busi- 
ness? Will we return to that 
large number after the war 
when all restrictions are off? 
If so, why? Were the differ- 
ences in design, function, 
finish and materials sufficient 
to justify even half that num- 
ber? If so, was an intelligent 
selling job possible or did in- 
terest in a large part of this 
27,000 items reside only on 
catalog pages while a much 
smaller percentage of items 
received the selling attention? 
How many competent builders’ 
hardware distributors ever 
knew there were 27,000 pos- 
sible items? Did this large 
number of items come about 
as an effort of the industry to 
make increasingly better hard- 
ware, of better materials func- 


tion and design or was the 
trend toward more and more 
varieties of cheaper and there- 
fore non-profitable and _ not 


as serviceable hardware? 
What is the builders’ hard- 
ware industry going to do 
about this question? What 
post-war planning will it do, 
collectively and individually 
to re-establish the industry on 
a profitable There 
should be a substantial post- 
war housing demand. With 
it may come some radically 
new .thinking and the intro- 
duction of new ideas on build- 
ing materials and _ practices. 
True, enough, every opening 
will require some kind of 
hardware, but who is to say 
here and now that it will be 
the same and with the old 
familiar names and_ trade 
marks? The builders’ hard- 
ware industry is being stream- 
lined for war action, from 
which point its post-war plan- 
ning should start right now 
or some factors now unknown 
may grab the ball and make 
a score. 


basis? 


Retail Concentration 
Idea:— 


There isn’t much more to 
report on the Government’s 
thought about considering “‘re- 
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tail concentration” as a war 
necessity. Dr. Delbert J. 
Duncan, of Northwestern Uni- 
versity. Chicago heads up 
the committee which has this 
study in charge. His com- 
mittee reports to WPB’s Pro- 
duction Concentration Com- 
mittee. Dr. Dunean’s 
ciates on the committee are 
Jos. L. Weiner, Lou Holland. 
Ernest Kanzler and Wendell 
Lund, all from various WPB 


boa rds. 


asso- 


There is also a sub- 
committee of seven or eight 
OPA and WPB men. The de- 
tails of the personnel of these 
committees are given in the 
news pages of this issue. Un- 
less my information at hand is 
incorrect, none of these men 
have been in the retail business 
yet they are assigned to study 
a possible vast program of 
concentrating retail — stores. 
Without a doubt, they will do 
a conscientious job, but it is 
difficult to believe that their 
collective experiences in life 
equip them for such a task 
the results of which may 
seriously hamstring the greal 
retail industry of this country 
and result in mandatory con- 
trols in which no practical re- 
tail minds have had any hand. 
Assuming that some plan of 
retail concentration is actually 
“in the works,” the thoughts 
of these non-retail trained 
men may lead to many hard- 
ware dealers being snuffed 
right out of business, along 
with retailers in other fields. 
This hardly seems to be the 
intelligent approach to the 
problem. There are many 
competent men engaged in re- 
tailing might better 
serve in making this study, 
the results of which can so 
seriously affect so many 
people. 


who 


Group Buying :— 


Merle Fainsod, director of 
Retail Trade and Service Divi- 
sion of OPA, addressed a re- 
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cent meeting of the American 
Trade Association Executives. 
He is quoted, in part, as fol- 
lows: 

“There is a special need 
for exploring the possibili- 
ties for expansion of group 
buying. A very grave prob- 
lem is going to be that of 
assuring every small re- 
tailer of getting a fair share 
of the available merchan- 
dise. Grouping small stores 
into voluntary chains or co- 
operatives at least tem- 
porarily would be a big 
step toward solution.” 
Similar advice from OPA 

has been widely quoted on 
other occasions. We don’t think 
this is sound advice for most 
hardware dealers, under pres- 
ent circumstances, It is our 
earnest observation that re- 
tail hardware dealers who 
have concentrated their pur- 
chases with one, or not more 
than two, wholesalers for most 
of their needs have fared bet- 
ter than those who have not. 
Organizing group buying 
units, cooperatives, ete., isn’t 
going to increase the avail- 
ability of 
will only complicate the pic- 
ture, utilize manpower which 
is sorely needed on present 
jobs and couldn't be organized 
quickly enough to make the 
necessary connections. Basic 
sources of supply are having 
enough difficulty trying to 
parcel out available stocks to 
normal existing channels of 


merchandise. It 


TOOLS ano 
MAROWARE are 


], YT A FOR 


© ¢€ + === 
S£LL ONLY WHERE 
VITALLY NEEDED 


This illustration available. 
See page 19. 


distribution, Establishing new 
units for performing — the 
wholesale function under pres- 
ent day conditions would seem 
to be the worst possible de- 
velopment that could hit the 
business of distribution. 


Lubricating Oil:— 
Gas and tire rationing and 
the lack of new cars are putting 
many roadside gas service sta- 
tions out of business. In every 
part of the country there are 
hundreds of such places closed 
up for the duration. They all 
enjoyed a large sale of lubri- 
cating oil, sold both in contain- 
ers and as part of the service 
of furnishing gas, air, water, 
etc., to motorists. Thousands 
of customers of such discontin- 
ued service stations will be 
seeking a new source of sup- 
ply. Hardware dealers have 
a golden opportunity to in- 
crease their sales on oil in 
single and two-gallon contain- 
ers because of this condition. 


Your wholesaler’s salesman 
will explain your require- 
ments and procedure. He can 


establish you in the oil busi- 
ness, if you are not already in 
it, or can help you increase the 
volume in this department. 
There is, for you, a_ sales 
opportunity both in contain- 
ers and in bulk. The latter 
is sold from large drums, 
equipped with special pumps 
with the oil put into containers 
furnished 
which they enjoy a modest sav- 
ing. You can sell motorists, 
farmers and all who operate 
any kind of machinery. Re- 
member that all machinery is 
getting older, requiring more 
oil than ever with fewer gas 
and oil stations to compete with 
vou. This is really one of your 
outstanding opportunities. and 
oil is profitable, it enjoys re- 
peat sales because it is con- 
sumed and it helps keep that 
many more customers coming 
to your store regularly. 


by customers for 
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and Lockwood 


They'll still lock doors in 1943. But it’s not a lock-out for you 
experienced Builders’ Hardware men. You're needed to help 
with the specifications. And War Business estimates of building 
in 1943 point to a volume equal to all of 1940. 

You won't be specifying much forged bronze or gold plate. 
You won't make a fortune selling these functional designs. But 
you will be helping Uncle Sam win the war—and that’s the 
main thing just now. 

Let Lockwood help. We understand the paper work and can 
advise you if necessary. And we're set up to render as prompt 


service as the priority rating permits. 





HARDWARE MFG. CO.. Fitchburg, Mass. 


Division of Independent Lock Company 


MORTISE LOCK BOR-LOC UNIFAST CAPE COD SUPER CLOSER 














HARDWARE CO. 














TL ME marches on, 


and every hardware retailer in the 
country is now faced with the 
problems of 1943. While pro- 
curement of wanted merchandise 
may come first this year, adequate 
thinking and planning are still 
necessary on the all-important 
selling end. 

With plenty of money jingling 
in the consumer’s pockets, the 
year 1943 seems sure to be a fine 
one for all in the hardware indus- 
try who know how to capitalize 
on it. You can enjoy a profitable, 
productive 1943—or you can miss 
the necessary steps to insure it 
and then 1943 will never be what 
it might have been for you! 

One of the first essentials is a 
clear-cut picture of your whole 
business set-up as it affects sales. 


A—Review Your Business 


It is our sincere belief that 
those who are willing to exert the 
necessary effort will find in the 
following framework many sales 
suggestions that will improve not 
only 1943 but the years that 
follow. 

1—What Type of Store Have 
You? Popular, medium or high 
priced? Neighborhood, city or 
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“How does your store 
front look? Are the 
windows clean and 
well lighted?” 


county business? Does your store, 
your equipment, your sales pro- 
motion effort reflect the type of 
business you want to do? 
2—What Is Your Best Market? 
Have you charted your sales to 
where your business 
comes from? How much of it is 
nearby? How much _ distant? 
How much transient? How much 
regular customers? Are you hit- 
ting the right market? Are you 
using the correct means to reach 


see just 











What About 


Check yourself with 
these questions and 
see where you stand? 


that market? What other meth- 
ods can you try? 

3—W hat Are You Doing About 
Customer Development? About 
reviving inactive accounts? About 
getting regular customers to buy 
oftener? Do you aggressively go 
after new accounts? How? Can 
you decrease costs or increase 
your profits by stepping up vol- 
ume? 

4—Do You Capitalize on 
Special Qualities? What are your 
special advantages, if any? Loca- 
tion, prices or service? Are they 
important? How far are they car- 
ried out? What is done to add to 
those qualities? Can you make 
them apply to a larger trade or a 
larger territory? 

5—What Are Your Objectives? 
Are they definite and clearly de- 
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“Why do some of your customers buy some things in your 
store and the balance in your competitor's across the street?” 
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our 1943 Sales? 


fined? Do you know exactly what 
you want to shoot at in 1943? Is 
your entire personnel familiar with 
them? What efforts are being 
made to assure this? 


B—Examine Your Set-up 
The average retailer is so close 
to his own operations that he 
can’t see the forest for the trees. 
It is difficult to view your own 
store or physical set-up object- 
ively. However, an_ impartial 
analysis of its good and bad points 
is vital to your 1943 efforts. 
6—How Does Your Entrance or 
Front Look? Is it modern? Does 
it look clean, business-like? Is the 
building in good repair? Are the 
windows clean and well-lighted? 
Do your signs need attention? 
7—What Is the First Impres- 
sion Upon Entering? Is the place 
clean? Free from objectionable 
odors? Are lighting fixtures suit- 
able? Can the store fixtures and 
equipment stand inspection? 
8—Are All Goods Properly Lo- 
cated? According to volume and 
profit possibilities? According to 
customer convenience—for ease of 
selection? According to related 
merchandise? According to sales 
contribution per square foot? 
9—Are Counters, Shelves, and 
Fixtures in Good Order? Are 
your facilities for carrying stocks 
adequate? Are they arranged so 
that you and your customers can 
get around? So everybody can 
have easy access to everything? 


_C—Ascertain the Customer's 
Attitude 


Everybody knows that the cus- 
tomer’s attitude towards any store 
is vital to its success. Hence, it 
pays to “sound opt” the customer 

‘with a view toward correcting 
any errors or capitalizing on any 
special qualities that may exist. 
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“The opinions fermed, whether good or bad, are usually 


based on people’s 


What does the customer really 
think of your place? 

10-—What Does He Think of 
Your Stocks? Do you offer a com- 
plete assortment at all times? Do 
you stress the popular brands. the 
well-known and nationally adver- 
tised merchandise? Or do you 
always have a lot of odds and ends 
you “want to get rid of?” 

11—How Does He Rate Your 
Prices and Quality? Does he con- 
sider your merchandise good value 
at regular price? Does he feel 
that your quality is genuine? Can 
he buy with confidence in your 
store? Does he feel that you are 
always reliable? 

12—What Does He Think of 
Your and Personnel? 
Does he think you are fair, prompt 
and courteous? That you and 
your help are efficient and help- 
ful? Does everybody in your 
place make customers want to 
come back? 

13—How Do You Know What 
the Customer Thinks? Have you 
really made a check of opinion? 
Do you ask your personnel to re- 


Service 


reactions to 


your personnel.” 


port things they see and hear? 
Or do you just guess at it? 


D—Compare With Competition 

A factor of some importance ip 
your 1943 plans may be your com- 
petition. Instead of idle talk or 
worry about this, why not check 
off and set down on paper just 
how your store stands with your 
competition ? 

14—-What About Prices? Qual- 
ity? Volume? ~What are the 
reasons, if any, for inequalities? 
What should be done to equalize 
them? 

15—How Do Your Customers 
Regard Your Competition? How 
does the store in the next block 
(or across the street) compare in 
your mind, on the 
various points mentioned above? 
Why does he buy some things in 
your place and the rest somewhere 
else? What can you do to get all 
his business? 

16—What Main Difference Be- 
tween You and Your Competi- 
tion? Are they good or bad for 
you? What are you doing to 


customer’s 








sharpen the favorable distinctions, 
rise above competition through 


various superiorities ¢ 


E—Check Your Personnel 


You and your personnel are 
your business from the standpoint 
of customer contacts. The opin- 


ions formed. whether good or 
bad. are usually based on people's 
reactions to your personnel. 

A common source of customer 
dissatisfaction is lack of courtesy 
and lack of interest in the cus- 
tomer and his problems. That is 
intensified in these days of scarci- 
ties. Perhaps you should talk less 
about your business and more 
about the customer's problems or 
desires. 


17—What Is 


Your Personnel? 


the Caliber of 
Are they thor- 
Cooperative? Are 
those who “behind the 
scenes skilled in their jobs? Are 


oughly alert? 
work 


those who meet the public or 
handle trade carefully chosen to 
represent you? 

18—How Thoroughly Are They 


Trained? Do you give them all 


Luggage Helps Build Traffic 


N the space formerly devoted to 

major electrical appliances, the 
Wallis-Holt Hardware Company, 
Talladega. Ala., now displays an 
extensive line of luggage. 

While luggage does not fully re- 
place the lost volume in appliances 
it is a fast-moving line, according to 
R. D. Holt, store manager, who says 
that sales have been much _ better 
than he expected. 

As pointed out by Mr. Holt, the 
country is in a state of flux, with 
entire families uprooted and mov- 
ing about for one reason or another. 
This requires suit cases and hand 
bags, which are being bought in 
quantity. Even a soldier on leave 
likes to have a small zipper bag 
in which to carry toilet articles and 
other belongings. 

Besides suit cases and bags, the 
line also includes toilet goods cases, 
pocket books and other items made 
of leather and imitation leather. 
Most of the traveling bags are made 
of canvas or other materials of a 
non-critical nature. 

Mr. Holt said he picked luggage 
as a new line because he was having 
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the help and training they need? 
Personnel is always a problem in 
wartimes, and the present emer- 
gency has taken away most of the 
younger men. Are you finding it 
necessary to replace them with 
girls or women? Are all those 
who sell taught the importance of 
the smile? The friendly ap- 
proach? How to present mer- 
chandise? How to raise the 
average sale? The fundamentals 
of suggestive selling? 


a) 


F—Do Some Sales Planning 

With merchandise of many 
kinds “out” for the duration, it 
is important to sell what you can 
get. Hence, the five steps just 
covered pave the way for the final 
important step. To do an effec- 
tive selling job. every other factor 
must be right. But without this 
sixth step you still lack the power 
to capitalize on your good points. 
Only through adequate sales plan- 
ning can you show steady prog- 
ress. 

19—Do You Have a System for 
Sales Planning? Do you keep 


calls for it and it could be pur- 
chased. The line of gifts and novel- 
ties was also expanded, and these 
two lines are now being given show 
window prominence, in fact display 


track of sales by weeks. 
months, years? By prices, sizes 
and varieties of certain types? By 
demand, volume and turnover on 
other types? 

20—Are Your Sales Plans Flex- 
ible? Do they permit you to take 
advantage of the business that may 
result from changing conditions 
(such as pay-days in industry 
camps, new boom 


your 


towns, army 
towns, war centers, etc.) ? Do you 
make telephone calls, use hand 
bills, direct mail. 
novelties ? 

21—Do You Keep Track oj Re- 
sults? Key your promotion efforts 
so you can keep tab on results? 
So you know, without guess work. 


newspapers. 


the proper use of various methods 
and media? Which ones pay and 
which do not? Is the total cost 
for a year within your safety 
mark? How does each of your 
various efforts compare in the 
light of the only real test—sales? 
Do they follow the sound prin- 
ciples of printed salesmanship? 
Are all your mailing lists kept up- 
to-date and properly classified? 


and Sales 


is being counted on heavily to call 
attention to this merchandise. The 
show windows are fluorescent il- 
luminated and are kept lighted until 
11 o'clock at night. 





This luggage display attracts transients, soldiers—in fact, everybody. 
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= Glassware, pottery and framed pictures are shown along the sidewall 
in- while larger items of glassware are featured attractively on tables. 





Gifts Total 95 Per Cent of Total 
Volume in This Small Town Store 


1 
1e 


i Stienke Hardware Co. does 

unusual job in Waterford, 

t a 3 Wis., a town of only 750 
HERE is room in 


every small town for a first class 
gift shop, and it logically belongs 
in a hardware store,” says Mrs. 
John Stienke of the Stienke Hard- 
ware Co., Waterford, Wis. 


Mrs. Stienke knows whereof 


she speaks, because in her hus- This trellis - like 
band’s hardware store she has de- fixture in front of 

: ; : 2 the paint depart- 
veleloped a gift section which is ment holds a 
outstanding. During war time number of pottery 


ainaaliiec than thie oi es and glass items. 
especially has this gift department Seles came ate 


proved its worth. At the present upon ‘he table in 
time, gifts account for 55 per cent the foreground. 
of the total merchandise volume 
of the store, and the department 
occupies about half the store space. 

In addition, the firm has a fine 
paint department and the flourish- 
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ing tin shop and service depart- 
ment is handled by Mr. Stienke. 

“We took on gifts because I 
was interested in the line and be- 
cause we felt that this little town 
of 750 people needed such a de- 
partment,” says Mrs. Stienke. 
“The section has exceeded our 
fondest expectations. While we 
do an all year around business 
on the line, our largest volume 
months 


is during the summer 


when many city people occupy 
summer homes on nearby lakes. 
At practically all times of the 
year, however, we have people 
who come 50 and 75 miles just 
to buy gifts here. It gives an 
idea of the pulling power of our 
department.” 

In selection of stock, in artistic 
arrangement, in cleanliness, this 
gift department ranks with ex- 
clusive gift shops in any city. It 
is a pleasure for the prospect to 
browse about inspecting the items 
on stock. 

What kind of people buy gifts 
in a small town? 

Well, local townspeople will buy 
these gift items for Christmas. 
Easter and other seasons, and for 
special occasions such as Moth- 
ers Day, Father's Day and Hal- 
loween. They are also purchased 
for card party prizes, showers for 
brides to be, and baby showers for 
mothers. In addition 
just buy 


expectant 
many 
items for their own homes. 


people artistic 


Farmers also come to this 
hardware store to buy gifts. They 
have been impressed by the fine 
selection and the wide variety. as 
well as the reasonable prices. Farm 
women always veer toward the 
gift section when they enter the 
store and often spend some min- 
utes inspecting stock before they 
come to the regular counter for 
some ordinary farm home need. 
These women frequently carry 
along a gift item or two to be 
wrapped with the regular order. 

A gift line is very important 
during wartime in a 
store, says Mrs. .Stienke. due to 
the*factthat most ‘of the items in 
stock can be replaegd. She believes 
that considerable -¥ariety of gift 
item..steck will be available for 
the “duration. In addition, towns- 
people and farmés as well have 
more money in their pockets dur- 


hardware 
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ing war time and like to buy gift 
items. 

Gift items at this store include 
many types of glassware, wall 
plaques, pictures, smaller novelties 
and the like. Some are displayed 
artistically in special shelving 
against the wall, while other items 
are shown on tables throughout 
the department. These tables are 
not crowded and this gives pros- 
opportunity to move 
make _ their 


pects an 
them and 
selections. 

Mrs. Stienke has selected her 
gift stock to fall within a price 
range of 75 cents to $3.00. She 
has found this to be a quite satis- 
factory range. Later she may 
experiment with a few higher 
priced items, but the bulk of her 
well chosen stock will stay under 
$3.00, a price which seems best 
suited to this area. 

A complete gift department of 
this sort really advertises itself, 


among 


Mrs. Stienke has discovered. If 
a local townswoman comes into 
the store and makes a purchase, 
she is impressed with the depart- 
ment. She tells her neighbors, her 
friends and her relatives. These 
ladies come to see the gift line 
mostly from curiosity. They are 
pleased and spread the news. 

Still another factor is the fact 
that local women are proud of 
this gift department. They will 
make it a point to bring their 
visitors to the store to view it. 

“The gift shop in a small town 
that has a stock which can com- 
pete in variety, price and quality 
with a shop in a large city, will 
get a large share of the trade 
which formerly went to the city,” 
says Mrs. Stienke. “This is es- 
pecially true during war time with 
tire and gas rationing. The well 
stocked and operated small town 
gift department now has an oppor- 


tunity to come into its own.” 


Flowers and Novelties Attract Customers 


WARTIME gift, novelty and 
artificial flower section has 
proved to be an excellent money 
maker for the Jeffords Hardware 
Co., Fort Atkinson, Wis. This de- 
partment was installed in the space 
where electric appliances formerly 
stood and has been attracting the 
attention of practically every woman 
who comes into the store. 
L.. Jeffords, owner, says that it is 
not unusual fer women to pick up 


‘ 


artificial flowers at 79 cents each 
from this section as they walk to 
the door with a bundle under their 
arm, and then turn around and walk 
back to the counter to have the 
flowers wrapped for them. In numer- 
ous instances, women have bought 
two and three sets of these flowers 
merely because they saw them on 
display. The same is true of many 
other gift items. especially in glass- 


ware. 





This type of display brings Jeffords many extra sales. 
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of available tools and hardware is 
urgently required. War needs, 
which must come first, demand 
unbelievable quantities of all kinds 
of tools and hardware. This leaves 
very little margin for even the 
most vital civilian needs. Manu- 
facturers, wholesalers, _ retailers 
and consumers must all cooperate 
by selling and buying tools and 
hardware only where vitally need- 
ed. Otherwise, the supply will fall 
far short of our basic war re- 
quirements for such equipment. 
These facts were brought out 
strongly in the recent Chicago 
hardware convention and are 
known, or should be, by every 
man in the hardware industry. 


Six Timely Illustrations 


To help remind consumers and 
trade customers of producers and 
distributors of tools and hardware 
that such products are Vital for 
Victory, HARDWARE AGE has pro- 
duced these six timely illustra- 
tions for both trade and consumer 
advertising purposes. These cuts, 
shown at both left and right, 
may be used in circular letters, 
handbills and publication adver- 
tising. You can reproduce, 
through your own normal engrav- 
ing sources, directly from this 
page or you can purchase any, or 
all, of these cuts from HARDWARE 
Ace at 50 cents each, covering 
cost, packing and mailing to any 
point in the United States. Send 
check, stamps or money order to 
save bookkeeping. Order by num- 
ber from Harpware Ace, 100 
East 42nd St.. New York City. 
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War Wonxess Mee You tus 
Toossit 


One of Kirkland’s 
windows featur- 
ing the tool rum- 
mage sale and 
showing some of 
the tools which 
have been 
brought to this 

hardware store. 





Kirkland’s Tool Rummage Sale 


Plan supplies tools for 
war work, aids owners and 
brings patrons to store 


| war effort tools, the plan gives the owner 


and personal benefits are enjoyed 
as the result of the unique used 
tool buying and selling plan of 
William Kirkland, operating the 
Kirkland Hardware in Glenside, 
Pa., a town of 13.000 near Phila- 
delphia. “It is a sort of tool rum- 
mage sale.” says Mr. Kirkland, 
“whose chief purpose is to obtain 
scarce types of tools for the use 
of defense workers, particularly 
precision tools.” 

A window display, a counter 
display and a circular, printed on 
paper similar to that used for 
checks, call 


unique plan. In addition to help- 


attention to this 
ing defense workers obtain needed 
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of the turned-in tools cash for 


them, provides a fair commission 
to the store and is a fine traffic 
builder. 

One of Mr. Kirkland’s signs 
states, “Your tools can win the 
war! Have you any tools lying 
around the basement, attic or 
garage that are not working? Dig 
them out and put them to work 
if they are idle and you're not 
using them to help lick the Jap 
and the Hun. Either call us or 
bring your idle tools to Kirk- 
land’s. We will put them out for 
sale at your appraised valuation. 
The war workers need tools, espe- 
those in the 


cially machinist 


trades. Lots of war workers come 
by and into our store, and those 
who don’t we'll tell about the 
sale by circular.” The used tools 
are shown on a special counter 
and owners are charged 10 per 
cent for sales made. The “tool 
rummage sale” is conducted on a 
strictly cash basis. Every tool is 
sold “as is” and with no guar- 
antee, repairs being the responsi- 
bility of the purchaser. 
The sale brings new 
into the store and most people 
bringing in used tools will buy 
new merchandise. Mr. Kirkland 
says. “This sale brings in war 
workers and they have money to 
spend. Many of them are new 
hands at mechanical trades and 
they haven’t tool kits like the more 
experienced workers. They are in 
the market for tools and our ‘tool 
rummage counter’ attracts them 
because they can frequently pick 
up tools of a quality not made 
nowadays. The trouble. is to get 


people 


HARDWARE AGE 











the stuff into the store. We can 
sell them when they are on the 
counter. No dust collects on tools 
on that counter. Our circular de- 
scribing the sale stresses aid to 
the war effort and asks for tools. 
This circular is put in every 
package leaving the store. 

“Women war workers, mostly 
in munitions and airplane plants, 
come in with lists of tools they 
are supposed to get, and find some 
among the old tools. Sad to say, 
however. if they want new equip- 
ment we have difficulty in getting 
it now. The widow of a promi- 
nent resident of our suburban 
town came in the other day with 
three good saws her husband had 
used in making household repairs. 
I sold them in a day’s time for a 
total of $4.50. After my com- 
mission (45 cents) had been de- 
ducted the lady left most of the 
balance in the store for little 
household necessities.” 


(Continued on page 64) 
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This circular is 
printed on paper 
similar to that 
used for checks. 
It calls atten- 
tion to the tool 
rummage sale and 
tells the story be- 
hind it. This cir- 
cular accompa- 
nies all packages 
which are sent to 
patrons. 


Here is the table 
inside the store 
which is devoted 
to various types 
of tools brought 
to Kirkland’s for 
sale. This table 
18 a@ popular one 
at all times. 


as Three-Fold Benefits 























YOUR TOOLS 
CAN WIN THE WAR 


Have you any tools laying around the base- 
ment, attic or garage that are not working ? 
DIG THEM OUT'!! Then either call or bring 
them to KIRKLAND’S HARDWARE STORE. 
We will then put them out for sale at your 
appraised valuation. This will give the War 
Workers that really need them an opportunity 
to buy them!! Our charge is 10 per cent for 
the handling. 


SORT OF A TOOL RUMMAGE SALE 
Machinist Tools are Especially Needed 
PUT YOUR TOOLS TO WORK 


Kirkland Hardware Store 


TIMES SQUARE, GLENSIDE - : OGONTZ 3515 
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Canada Freezes All Business! 


Order prohibits new businesses and 
expansions, the handling of any new 
lines or services and changing of 


firm's status. Conservation of man- * * 


power reason for drastic regulation. 


B. SINESS in Canada 


has been frozen at the Nov. 1, 1942. 
level. No new enterprises may be 
started, no business may expand, no 
new lines of goods or services not 
carried at the time may be handled 
by manufacturers. retailers. whole- 
salers and service industries. except 
by permit. The new regulations 
were issued under the authority of 
the Wartime Prices and Trade 
Board, Ottawa. 


Conservation the Purpose 


The new order was designed to 
conserve materials and manpower. 
and to maintain a greater degree of 
stability for those now engaged in 
trade and industry. A factor in the 
promulgation of the order is that 
with certain goods in short supply 
the addition of unnecessary outlets 
would inevitably result in inefficient 
distribution. There is also the exist- 
ing difficulty of determining price 
ceilings for new goods and new lines 
not previously stocked. which would 
be enormously increased if develop- 
ments of this kind were left uncon- 
trolled. 


No New Lines 


The order means that hardware 
stores in Canada cannot take on new 
lines of merchandise to replace 
shortages in regular lines. nor can 
hardware manufacturers turn to new 
lines of manufacturing. Thus Cana- 
dian hardware stores. which have 
been seeing their lines drastically 
restricted due to material shortages 
and the need of these materials for 
the war effort. have been looking 
about for new merchandise. some 


going into the handling of furniture 
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By JAMES MONTAGNES 


and woodenware which they for- 
merly did not sell. Under the new 
regulation they cannot do this any 
more, must keep within the goods 
they have been selling. Undoubtedly 
this will create some hardships, 
perhaps a number of business clo- 
sures. However. a number of hard- 
ware merchants may merge to save 
their business in this way. releasing 
manpower. which is what the order 
is aimed at primarily. 


No Removals Permitted 


Similarly hardware merchants, 
whether manufacturers, wholesalers 
or retailers. may not move to larger 
premises nor open new storage, 
manufacturing or retail outlets 
without permit. New wartime com- 
munities will be allowed new retail 
outlets. It is not expected that 
permits will be issued except in spe- 
cial circumstances, unless the expan- 
sion is to supply war industry with 
materials. New industries and ex- 
pansion are allowed where the 
output is going to the government or 
war industries for the war effort. 
Hardware merchants can move to 
other locations without permit pro- 
vided space is smaller or only nomi- 
nally larger. But chain hardware 
stores are each treated as an indi- 
vidual outlet. a chain organization 





Latest News on 


PRIORITIES 


and 


WAR-TIME ORDERS 
on page 46 





not being able to expand or move 
its stores at will. 


Cannot Change Status 


Under the order, manufacturers 
may not change to wholesalers or 
retailers, or vice-versa, unless these 
functions had been carried on prior 
to Nov. 1, 1942. Permits for the sale 
or gift of a business will be granted 
provided the business changing 
hands is a going concern, not one 
which to all intents and purposes 
had ceased operations. Heirs and 
receivers can take possession of a 
business without permit following a 
court order. 

The order applies to all types of 
business and service, exempts sale 
of newspapers and periodicals, op- 
eration of boarding houses. sale of 
unprocessed products of farmers. 
fishermen, hunters and trappers if 
they have no urban retail outlets, 
exempts military canteens. 


New Buyers’ Permits 


The new order has not caused 
a great upset among business firms 
who report it had been expected, 
and it is better than the wholesale 
closing down of business which had 
been anticipated. Business men 
point out that with shortages of ma- 
terial and manpower firms could not 
take on new customers even if they 
wanted to, since previous govern- 
ment regulations provided for an 
equitable distribution on a percent- 
age basis according to previous 
amounts purchased, thus eliminating 
discrimination for the small buyer in 
favor of the large buyer. The new 
order requires a government permit 
from a new buyer before a whole- 
saler or manufacturer can fill his 
order. 
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Floor Sander Rental a Service 
That Brings War-Time Profits 


McKee Hardware Co. also 
finds it helps patrons 
beat the labor shortage 


= of floor 


finishing machines is making the 
cash register ring for the McKee 
Hardware Co. of Birmingham, 
Ala. H. E. McKee, proprietor, 
says the idea to furnish the service 
came to him when floor finishers 
became scarce in the city, with 
most of them going into war 
work or the armed services. 

Mr. McKee bought two modern 
power sanding machines and one 
edger and he rents them out by 
the day, furnishing a person to 
operate them if desired. However. 
some customers with a mechanical 
turn like to do their own floor 
finishing, rent the machines and 
do their own work. The charge 
for the largest sander is $6.00 per 
day and for the small one $4.00 
per day. The charge for the 
edger is $1.50 per day. One edger 
is sufficient to serve both sanders 
and is usually taken out. after the 
customer has finished with the 
sander. 


Those Extra Sales 


Along with the rental of the 
machines, Mr. McKee sells the 
required sandpaper, also usually 
the varnish, shellac and wax re- 
quired for finishing the job. How- 
ever, it is the profit from the 
rental of the machines rather than 
the opportunity to sell additional 
merchandise which leads him to 
offer the service. 

“Professional floor finishers 
give their attention chiefly to new 
construction, and, now that pri- 
vate building has ceased, most of 
them are off working for the gov- 
ernment,” says Mr. McKee. “That 
leaves the owners of old homes to 
look out for themselves. They 
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Floor Sanders 





H. E. McKee describes the operation of a floor sander to a prospect. 


like polished floors, too, and our 
service is largely to them. As the 
hardware dealer is being restricted 
more and more in what he can 
sell, we are having to look more 
to services for profit.” 

Mr. McKee says his machines 
are kept busy and frequently are 


used on Sunday. Occasionally he 
rents them to customers living in 
smaller towns within a 50-mile 
radius. In buying the machines 
he also purchased a stock of parts 
and accordingly feels that he is 
fixed up for the duration so far 
as their upkeep is concerned. 


23 








No New Radios to Sell—Repuir 


Service Fills the G 


Doss Hardware Co. forced 
to discontinue pickups 
and outside service in 
order to handle volume 


OW to handle the 
volume of business coming in, 
rather than how to get more busi- 
ness—that is the problem with the 
radio repair department of Doss 
Hardware Co., Hartselle, Ala., ac- 
cording to N. T. Tidwell, manager 
of the department. 

This concern had been selling 
radios for about 15 years and 
operated the service department 
largely for the benefit of its own 
Then, as new radio 
sales were all but cut off, it looked 
as if everybody wanted their old 
sets repaired at once. This was 


customers. 


especially true as the war news 
became more vital and many a 
father and 
news from a war zone where their 


mother listened for 


son was fighting. 


Flooded With Work 


As a result, the department be- 
came flooded with repair work. 
Here are a few things this firm 
did to meet the increased volume 
It discontinued out- 
pickup. Only 
those sets brought to the store 


of business: 


side service and 


were repaired, and then the cus- 
tomer had to come for his own. 
Also a $1.00 service charge was 
put into effect. This kept away 
the nuisance customer who ex- 
pected to have his set tested for 
little or nothing. 

The service manager also called 
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in the service of school boys, 
those under 18 years of age, who 
could give him a little part-time 
help. He’s worked over-time, but 
he couldn't turn out all the work. 
He found some of these school 
boys knew a lot about radios and 
were able to be of much help 
afternoons, evenings and on Sat- 
urdays. 


Shortage of Parts 


Another handicap to turning 
out the work bobbed up in the 
shortage of parts. Mr. Tidwell 
solved this to some extent by sal- 
vaging parts from old sets where 
necessary. This saved the custom- 
er some money and sent him on 


his way without waiting longer 
for new parts to come in. Some 
radio parts. which undergo prac- 
tically no wear, may be salvaged 
from an old set and do a perfect 
job on another. 


Batteries Hard to Get 


The largest shortage, faced by 
the department at this timé, is in 
radio batteries for which there is 
a big demand from its rural cus- 
tomers. In the past, quite a few 
battery sets have been converted 
to electric, as the customer got 
electric service, but no new elec- 
tric lines are being built at this 
time. 

The Doss company was one of 
the first 
territory to take on a line of 


hardware firms in_ its 


radios. and was one of the first to 
install a complete radio service 
department. It hopes through this 
department to maintain contact 
with radio owners which will lead 
to the sale of new sets when they 
become available again after the 
war. 





N. T. Tidwell, service manager, ai the service department repair bench. 
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Clothing Is the Thing at Worthington’'s! 


There's good turnover and no shortage on this line 
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LOTHING has become an 
Tr important war-time line 
in many hardware stores. The 





Worthington Hardware Com- i ater | 
pany of Worthington, Ohio, Mranr 
d has done an outstanding job f Boros 
; with this line. The firm car- 
t ries men’s underwear, athletic 4 
clothing. work shirts and { 


pants, gloves, raincoats and 
capes, handkerchiefs, belts, 
suspenders, garters, overalls, 
aprons, caps and many other 
items in the clothing field and 
n reports an excellent turnover 
in it. At the right is one of 
the firm’s clothing windows. 


Worthington’s now has two 
e complete aisles of “clothing 
s islands” in the store. Here is 
one of the tables featuring 
work shirts of various kinds 
d and a wide range of gloves. 


ae 


Dress hose and work socks 
are important items in this line 
and the firm features them in 
effective fashion. At the right 
is one of the tables along the 
sidewall which is given over 
to a display of this merchan- 
dise. It's a line that pays. 
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Late January-Air Raid Merchandise, 
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AIR RAID MERCHANDISE 
WINDOW 4 
tig 
MERCHANDISE: Axes, hatchets, " 
fire hooks, long handled shovels and go 
scoops, rakes, flashlights and bat- yo 
teries, 6-in. dry cells, extinguishers, 
fire buckets, tubs, lamps, lanterns, 
blackout candles, biackout paint. - 
blackout shades, asbestos gloves, I 
garden hose, rope, bucket (stirrup) we 
pumps, friction tape, vacuum bottles, ad 
jugs, whistles, ash cans. off 


BACKGROUND: Center panel of 
black corrugated board or painted 
wallboard. Yellow side panels. Cut- up 
out letters of yellow corrugated 
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GLASSWARE AND 
DINNERWARE WINDOW 


MERCHANDISE: Sets of dinner- 
ware, luncheon sets, cocktail glas- 
ses, goblets, tumbler racks, glass 
racks, glass and wooden trays, 
pottery vases, cake plates, teapots, 
flower bowls, divided cut glass 
bowls, salad bowls, cookie jars. 


BACKGROUND: Center panel of 
ivory corrugated board or painted 
wallboard. Side panels of buff. 
Cut-out letters in center panel of 
dark green. 
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It’s time to give this a rest! 


EVEN THE ROSIEST of rose-colored glasses can’t dis- 
guise the fact that the hardware and sporting goods busi- 
ness is probably in for some even tougher going. 


A good many hardware items are already tangled up as 
tightly as an octopus in a skein of yarn, so it’s undoubtedly 
going to be necessary to make some further changes in 
your stock. 


You’ll undoubtedly be adding more and more items that 
people ordinarily go to other kinds of stores for. Why, 
we've recently heard of hardware and sporting goods dealers 
adding such things as novelty jewelry, dolls, stationery and 
office supplies, pictures and picture framing, and even candy! 


If you want to rosy-up your future, you’ll have to rise 
up off the seat of your pants and go after new types of 
business. You can bet your last aluminum saucepan that 
it won’t come waltzing into your store saying, “Brother, 
here I am.” 


Remington will help you supply a new service which is 
mighty important these days and which will become even 
more so. It’s the servicing and conservation of guns and 
ammunition—something you may not be doing now—and 
it’s sure-fire for making friends as well as money. 


Write us today for your Retail Merchandisers’ Club ap- 
plication. The Retail Merchandisers’ Club keeps you abreast 
of “gunology” with interesting, information-packed bul- 
letins. And not only that—it should help you do a better, 
more profitable job of selling all merchandise! Write 
Dealer Section, Remington Arms Co., Inc., Bridgeport, Conn. 





“Our opening sale closed yesterday, but our 
closing sale opens tomorrow.” 
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en fe 
Sidelines.. 


Every once in a while you hear 
somebody say, “How in the world 
did such a homely girl ever catch a 
husband?” Well, folks, let’s remem- 
ber that even a she-hippopotamus is 
a beauty in the eyes of her husband! 
Did you know that Remington has 
won not only one Army-Navy “E,” 
but four? Pleased as we are with 
this official recognition, you can bet 
your boots we’re not sitting back 
and saying, “Well, that’s that.” 
We’re staying in there slugging 
harder and harder until the job’s 
done. 

Ever noticed how some old folks seem 
to think that a beard gives ’em some 
special, triple-ply brand of worldly 
wisdom? But if beards did that, do 
you know who'd be the wisest critters 
of all? Goats! 

Now that winter and fuel rationing 
boards have really settled down to 
business, why not feature portable 
electric room heating units if you 
still have some in stock or can get 
’em? It’s an opportunity—no fueling! 
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The purpose of this club is to 
exchange ideas and information. 
Take part by submitting your 
successful ideas for publication. 
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Selling in 1943 


ROM all indications, 1943 
Re offer the retail hard- 

ware salesman an _ oppor- 
tunity to prove his ability as a 
salesman under very difficult con- 
ditions. have 
money, yet many classes of mer- 
chandise will be decidedly lim- 
ited. Many items now carried in 
the hardware will be ex- 
hausted and there will be no re- 
placing them. It will be the sales- 
man’s job to see that customers 


Customers _ will 


store 


leave with smiles upon their faces 
and with a desire to return to the 
store in the near future. 

Money to spend and decided 
limitations for spending it. That 
is the position in which the aver- 
age customer in the United States 
will find himself. It is up to the 
salesman to see that even if the 
customer doesn’t get exactly .what 
he originally wanted he is satis- 
fied with what he gets. The pres- 
ent-day situations calls for cour- 
Make 


your store feel 


tesy and tact at all times. 
those who visit 
that you appreciate their prob- 
lems and that’ you are interested 
in helping them to solve them. 
Talk less about your troubles and 
more about their problems. 
Know 


what every 


your stock and know 
item will do for the 
This 
means an intensive study of many 
lines you have never encountered 
before, but it will be time well 
spent. The more you know, the 
more you will sell and there will 
be no lack of opportunity for 
selling, provided you know what 


person who purchases it. 


you are selling. 

1943 presents the retail hard- 
ware salesman with an opportu- 
nity of making 
hard and fast 
friends for both 
his store and 





Ahimself. It will give him an op- 
portunity of becoming a more 


valuable member of the commu- 
nity. It will give him many an 
opportunity for making sales. 
Elsewhere in this issue is an 
article entitled “What About Your 
i943 Sales?” Primarily intended 


for the store owner, it contains 





much that should be valuable to 
the salesman. It is, to all intents 
and purposes, an outline of what 
should be done for the coming 
year on a basis of conditions as 
they now exist within the store. 
Read it thoroughly and then ana- 
lyze both your store and yourself 
in terms of both the present and 
future. And then put what you 
have learned into actual selling 
practice. You'll get results. 





Winners of the November 
“Selling Sentence’ Contest 


Contestants in the November “Selling Sentence” 
Contest were required to build selling sentences 
about the following merchandise items: 


l1—Rubber Door Mat 


2—Carpet Sweeper 


3—Ironing Board 
4—-Garage Vise 


5—Sled 
The Editors of HARDWARE AGE, acting as judges, 


have selected the following winners. 


First prize 


awards of $2.00 each have been paid to these mem- 
bers for the best selling sentence in each merchan- 


dise group: 





RUBBER DOOR MAT 


FIRST PRIZE—$2.00 
Won by 
HELEN M. DOUGLAS 


W. H. Douglas Hdwe., 
Commerce, Tex. 


“This rubber door mat helps 
to keep down housework, be- 
cause it cleans your shoes thor- 
oughly and quickly. The open 
weave keeps the mat clean, and it 
lies flat on the floor at all times. 
Its sturdy prevents 
slipping or buckling while in use. 
Buy this mat and your mat prob- 
lem will be solved for years to 


construction 


come.” 








HELEN M. DOUGLAS 
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SLED 


FIRST PRIZE—$2.00 
Won by 
NADINE BALDWIN 


Baldwin Hardware, 


Milan, Mo. 


“The runners of this sled are of 
grooved, high carbon spring steel. 
The new patented steering fea- 
ture requires but little effort. It 
is made of selected northern ash 
and the top is finished with spe- 





NADINE BALDWIN 


cial, weather-resisting varnish. It 
is strongly built for long, hard 
service.” 


x * 


IRONING BOARD 


FIRST PRIZE—$2.00 
Won by 
MRS. MARION H. WOODBURY 


Waite Hardware Co., 
Southbridge, Mass. 


“Most women dread their iron- 
ing, but this board is so wide 
and smooth that your work is 
done before you know it because 
you cover more surface with less 
time and effort. 

“It isn’t tipsy either and, when 
folded, takes up very little room 
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MRS. M. H. WOODBURY 


although its construction is strong, 
sturdy and long lasting.” 
xk 
GARAGE VISE 


FIRST PRIZE—$2.00 
Won by 
STEVEN A. MADGER 


Perth Amboy Hdwe. Co., 
Perth Amboy, N. J. 


“Here’s a vise that belongs in 
every garage. It has hardened 
steel jaw faces to insure lifetime 
usefulness in addition to the great 
feature of removable pipe jaws 
which can be removed when de- 
sired. The handle and screw are 
cold forged and the handle has 
forged steel bolts. Another useful 
feature is this anvil cut-off tool 
which can be used for pounding 
and cutting. 

“It has a very attractive finish 
and will give you lifetime service 
and satisfaction.” 





STEVEN A. MADGER 





You receive $1.00 for each idea 

considered worthy and accepted 

for publication. Watch these 
pages of successful ideas. 


CARPET SWEEPER 


FIRST PRIZE—$2.00 
Won by 
ELMER J. LARSON 


Perth Amboy Hdwe. Co., 
Perth Amboy, N. J. 


“This open top carpet sweeper 
has six outstanding features. The 
two | think are most important 
are that it has a removable dust 
pan from which you can empty 
the dust very easily, and as you 





ELMER J. LARSON 


sweep your carpet it also cleans 
the brush at the same time. The 
other four features which have 
great importance are that it is 
easy to empty, it has a removable 
brush, it is very easy to clean and 
last, but not least, the removable 
comb. 

“The easy rolling wheels are 
enclosed with fender flaps. The 
outside parts are made of chro- 
mium while the outside finish is 
of walnut veneer with walnut han- 
dles to match. 

“It will surely give you long 
service and it also 
carries a five-year 
guarantee in the 
bargain.” 










Honorable Mention 


The judges award the rating of “Honorable Mention” and a payment 
of $1.00 to the following contestants whose entries, though not win- 
ning one of the major prizes, were considered worthy of publication: 


RUBBER DOOR MAT 


WILLIAM H. BAILEY, Perth Am- 
boy Hardware Co., Perth 
Amboy, N. J. 


“Here is a durable rubber door 
mat that is both washable and 
reversible. The deep ribbing in- 
sures easy cleaning and it will last 
a very long time because it is 
made of the highest grade of rub- 
ber. Here is the most popular 
size, 16 by 24 inches.” 

x * 
CARPET SWEEPER 


NADINE BALDWIN, Baldwin 
Hardware, Milan, Mo. 

“This sweeper is designed to 

sweep your rooms more efficiently, 


so light and, at the same time, so 
firm and steady. It is just the right 
height and can be carried easily 
from one room to another. It is 
shaped so that anyone can iron 
any piece of linen on it without 
difficulty. And it is so well built 
that it will last a very long time. 
This type of ironing board makes 
ironing more of a pleasure and 
less of drudgery.” - 
x * 
GARAGE VISE 


WILLIAM H. BAILEY, Perth Am- 
boy Hardware Co., Perth 
Amboy, N. J. 


“Here is-a vise that has strength 
built into every part. It is de- 


signed for the garage where extra 
hard use is given and where extra 


more easily and more rapidly. The 
streamlined case gets under low 
furniture to pick up all of the 


hard service is required. Here 
are a few of its features that as- 
sure you of long, extra hard ser- 
vice. The ribs are reinforced on 
front and back jaws which are de- 
signed to hold the smallest round 
pieces. Also note the heavy steel, 
sliding bar swivel base with stand- 
ard locking device.” 


x * 


SLED 


STEVEN A. MADGER, Perth 
Amboy Hardware Co., 
Perth Amboy, N. J. 


“This is the latest type of sled 
for a youngster. Notice the 
streamlined construction of this 
sled. It is the new racer model 
and will catch the eyes of every 
youngster. This sled has ground, 
spring steel runners that are 
turned up at the ends to insure 
safety. It is sturdily constructed 
and will give many seasons of 
enjoyable sledding. 








dust. The all-around soft bumper 
saves furniture from nicks and 
scratches. The sturdy brush 
mounted on a holder is removable 
for cleaning. It will give you 
long. lasting service.” 


* * 
IRONING BOARD 
UNA FINNELL, Bryant-Burger 


Hardware Co., Cleveland, 
Tenn. 


PLYMOUTH CORDAGE CO. OFFERS 
$25 WAR BONDS FOR IDEAS 


Four $25 War Bonds are offered to hardware men by Plymouth 
Cordage Co., North Plymouth, Mass., for the four best ideas 
suggesting merchandise or service developments that will en- 
able hardware stores to weather the storm due to scarcities 
in regular hardware store lines. 
are told in the company’s advertisement on page 59 of the 
December 10, 1942, issue of HARDWARE AGE. Entries must be 


The details of this offer 


dated not later than January 15, 1943. 


“Here is an ironing board that 
will give satisfaction because it is 








YOU PAY NOTHING 
Any Retail Hardware Employee May Take Part 


Just Register—Paste Coupon on Penny Postal Card—Mail Today 


REGISTRATION FORM 


HARDWARE AGE 
Retail Sales Idea Club, 
100 E. 42nd Street, New York, N. Y. 


| hereby register for membership in the Hardware Age Retail Sales Idea 
Club. | am a reader of Hardware Age and would like to take part in the activ- 
ities of this club, as often as | can. 


OO See 
Firm aia St. 
City State 


1 am submitting the following question or subject as worthy material for dis- 
cussion by this organization. 























Copy this form on a penny 
post card if more than one 
form is necessary. 


USE THIS 
FORM TO 
REGISTER 
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HERE’S ONE ANSWER 
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< g@ % , 4 ; which Klein pliers are proving that 
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=—  . . tions, quality counts. 
Because war needs have first call 
on manufacturing facilities, owners 
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e Dean’s Page 


Mis ROOSEVELT 


in her “My Day” column writes 
constantly about “youth move- 
ments” ——‘‘youth associations,” 
etc., etc. She never writes about 
any “old age movements.” In her 
bright lexicon of youth old age 
never seems to enter. 

Probably because [| am a 
“Dean,” 1 have attracted a good 
In prevailing 
war conditions some of their 


many old people. 


stories about what is happening to 
the old makes interesting and 
sometimes tragic reading. 

From a paper I quote—‘With 
the comment that it took me 40 
years to become president of Gen- 
eral Electric and only 40 min. to 
resign” Charles E. Wilson quit his 
$135,000 a year job to become 
vice-chairman of the War Pro- 
duction Board at a salary “which 
hasn’t yet been discussed.” 


Back to the Old Job! 


But the interesting point here is 
that Mr. Wilson will be succeeded 
by Gerard Swope who retired as 
president when Mr. Wilson got the 
job. Also called back was Owen 
D. Young who returned as acting 
chairman of the board, also his 
old job! It seems that neither Mr. 
Swope nor Mr. Young were con- 
sidered by General Electric as 
“too old” to fill their former jobs. 


“THe O_per Workers 
“To the Editor: 

“The article by Paul V. Mc- 
Nutt in the Magazine of Sept. 
13 interests me. ‘Our habit of 
discrimination against the aged 
may yet cost us much produc- 
tion, he says. Already it has 
caused untold misery among 
the worthiest class of workers. 


By SAUNDERS NORVELL 





SAUNDERS NORVELL 


It shows one of the gruelest fac- 
ets of the ‘hard-boiled’ Ameri- 
can character. 

“Beautiful young women 
will be hired, without any ex- 
perience, and women beyond 40 
will be forced to go on home 
relief. Fashion-plate young 
men with haywire brains will 
be engaged and capable men of 
50 will be thrown into the gut- 
ter. This has been happening 
for many years. It has taken 
the most brutal war of history 
to rouse this nation to a reali- 
zation of its own inhumanity. 

“Why is it that trained exec- 
utives, men of experience, pre- 
sumably eager to increase their 
profits, insist upon employing 
youth, which must be inexpe- 
rienced and incapable, instead 
of serious-minded older men 
and women? 

Over 40.” 


There is no question in my 
mind that this “youth idea for 
jobs” has been very much over- 
done in this country. If a man 
over 40 applies for a job he is 
looked at askance. In my personal 


experience for years as an em- 
ployer I have found older men, in 
many positions, far superior to 
the young fellows. 

I am writing about men, but 
I see from letters in the papers 
that older women also feel keenly 
that they are being discriminated 
against. 

It is a fact that in the past few 
years—and especially since we 
entered the war—that in many 
corporations, particularly the 
larger ones, there has grown up 
under the top executive a phalanx 
of under “executives” through 
whose ranks it is next to impos- 
sible to break. The top man may 
be so busy now with Government 
regulations, official visits and all 
that that he just doesn’t have 
time to watch what is going 
on in his organization. He turns 
over more and more authority to 
his immediate assistants. Most of 
them are comparatively young 
men. They believe in youth. An 
old man or an older woman, no 
matter how good their records 
may be, find it next to impossible 
to break through this corporate 
phalanx. They would like to see 
the president! What an absurd 
idea. 


Try and Enter! 


Not only those seeking jobs but 
others seeking a hearing are 
faced with the young and attrac- 
tive receptionist and back of her 
the phalanx! Just ask a lot of 
people trying to do business with 
our larger corporations their ex- 
periences. 

What the older men and women 
need is an organization. They 
are surely getting the worst of the 
war defense deal. Let’s have an 
old age movement! 
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ily : 1, Avoid sharp bends. Always fasten to large 
/ ‘ smooth surfaces. 
t 2. Avoid dragging rope over rough ground, floors 
7 Z or decks. This grinds dirt into the fibres. 
wa 4 3. Use correct size blocks and sheaves. Be sure 
ao they are smooth, not cracked or broken; and that 
sd | the size is large enough to avoid sidewear on the 
rope. 
up . . . 
2 : 4. Avoid misalignment of blocks or sheaves so that 
ser 3 the rope does not rub over the edges of the 
blocks. 
jpos- . ° 
+a 5. Avoid rubbing action of rope over beams, gird- 
— ers or other sharp edged obstruction. 
i all ; 6. Use ropes of the correct lay for the work. 
have 7. Use ropes of the correct breaking strain. Don’t 
sing ; overload. Avoid sudden strains and jerks. 
turns : 8. If rope becomes worn at one end, or in a short 
ity to section, reverse the ends so that the wear is | 
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ossible new manila rope until a ‘Gb saa 10. Cut out bad spots and splice. 
‘porate war. And ropes of other : 
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from every TOP 
n. Your custom~= 
to know what to do to 
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Stainless steel for army 
items——Use of stainless steel in several 
products needed by the armed forces 
was permitted Nov. 30 by WPB, rescind- 
ing the former decision that its use had 
been prohibited for these products after 
Jan. 5, 1943. 

The military items thus exempted are: 
ammunition boxes and chutes; boiler 
casings; cable terminals, fittings and 
turnbuckles; chains and cables, control 
levers, hot water heaters, tanks and 
coil; military identification tags and 
badges; radio antennas; powder boxes; 
stock pots; and canteens. 


* . « 


Zinc control tightened 
America’s critical shortage of zinc has 
led to further curtailment of less essen- 
tial uses in order to make more of the 
metal available for ammunition and 
other war products. WPB Conservation 
Order M-11l-b amended Nov. 26, effec- 
tive Nov. 30, further restricts use of 
zinc for manufacure of a variety of 
automobile parts, building and indus- 
trial materials, and clarifies the lan- 
guage of the order to make it clear 
that protective coating and galvanizing 
is included in the restrictions. 

The new restriction on plating and 
protective coating (which includes gal- 
vanizing) says that no items on list 
“A” or “A-1” of the order may be made 
of metal coated with zinc, and that 
none of the scores of items on the lists 
may be coated with zinc. Paint is 
excepted. 

For all items not included on the lists, 
made for civilian purposes, not more 
than 75 per cent of prime western 
grade zinc, or 50 per cent of the zinc 
of any other grade used in the corre- 
sponding quarter of 1941 may be used. 


* * - 


Hard-facing materials — De- 
liveries of hard-facing material for 
steel, were restricted by WPB, effec- 
tive Dec. 2, to orders rated AA-5 or 
higher, by issuance of Limitation Order 
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L-223. This is designed to conserve 
considerable quantities of scarce alloy- 
ing elements such as cobalt, molybde- 
num, tungsten, vanadium, chromium, 
and nickel. 

The order restricts the use of these 
hard-facing materials for maintenance 
and repair purposes to a specific list of 


essential types of equipment. Their use , 


for new products is limited to those 
specifically permitted by the Order. 
Inventories of hard-facing materials are 
limited to a 60-days’ supply. Producers 
are required to file monthly reports to 
WPB commencing with January. 


. . . 


Portable tools eased—A move 
to relieve the bottle neck developing in 
the supply of universal portable electric 
tools has been made in Order L-216. 
This empowers WPB to issue schedules 
for standardization and simplification 
of all kinds of portable tools, including 
chucking equipment, saws, vises and 
machine tool accessories. 

It also authorizes the issuance from 
time to time of schedules prescribing 
the preference ratings for sales of de- 
liveries of such tools. 


* + * 


Gear ceiling prices — Maxi- 
mum prices for gears, pinions, sprock- 
ets and speed reducers have been in- 
corporated by OPA in its overall regu- 
Effective Dec. 
ll, gear and speed reduction items of 


lation for machinery. 


all types will be priced under machinery 
price regulation 136, instead of under 
price regulation 105. 

Because of the inter-relationship of 
gears and other speed reduction equip- 
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ment with machines and parts, OPA 
has thought pricing would be easier for 
both manufacturers and distributors if 
one regulation covered both. 

Under Maximum Price Regulation 
No. 136, the highest prices for gears, 
pinions, sprockets and speed reducers 
will, with some exceptions, continue to 
be those charged on Oct. 15, 1941. 

* ” * 

Coal, wood stove limits re- 
laxed—In order that coal and wood 
burning stoves for heating of dwellings, 
shops, offices and stores may be obtain- 
able by persons needing them to re- 
place fuel oil heating equipment, quotas 
of Class C producers in the stove indus- 
try are temporarily removed, permitting 
unrestricted use of iron and steel for 
this purpose by Class C manufacturers. 

At the same time, provision is made 
for clearance of factory and foundry 
space for stove manu‘acture by shifting 
of production schedules from cooking 
ranges to stoves. 

Until Jan. 31, 1943, any Class C 
producer engaged in manufacture of do- 
mestic heating stoves using coal or 
wood may use iron or steel without 
regard to quota limitations formerly 
established under Order L-23-c. For 
February and March, quotas again will 
be applied. Allowable consumption of 
iron and steel for the two months’ 
period may equal that of the full 
quarterly quota as defined in the order. 

+ . . 

Hammers, hatchets, etc. 
Due to hand tool manufacturers having 
difficulty in obtaining the necessary 
steel, most of them now require of job- 
bers an AA-2 rating to promise de- 
livery. 

An extensive simplification program 
is being put into effect on forged tools, 
hammers, and hatchets; all of the fancy 
finishes have been eliminated and the 
lines have been limited to the three best 
selling weights. 

* * * 

Metal band saws—By recent 
announcement, effective Dec. 1, Si- 
monds Saw & Steel Co. have notified 
their distributors of a price reduction 


HARDWARE AGE 








E 
o 


PTL ER 








OPA 
r for 
rs if 


ation 
ears, 
icers 
ie to 


re- 
v¢ 0d 
ings, 
tain- 

re- 
Otas 
dus- 
ting 

for 
rers. 
ade 
idry 
ting 
cing 


do- 

or 
out 
erly 
For 
will 
. of 
ths’ 
full 


Jer. 


ing 
ary 
ob- 


de- 
am 
ols, 


acy 


est 


Si- 


“TE 


pr reese 


Oe Sie eet, 


nA 











on hard edge metal cutting band saws. 
The new suggested resale discounts 
to consumers are: 


Welded Band Saws 


11 saws and less 15% 
12 to 47 saws 20% 
48 to 95 saws 25% 
96 saws and more 25-10% 
Band Saws, in Coils 
699 ft. and less 20% 
700 to 1499 ft. 25% 
1500 ft. and more 25-10% 
* . om 


Glass precision gages—Sub- 
stitution of glass for steel in the manu- 
facture of precision gages will be possi- 
ble soon as the result of experiments by 
the War Department. The Department’s 
experiments indicate that 50 per cent 
of the hundreds of thousands of steel 
gages used by manufacturers and in- 
spectors of ordnance items eventually 
can be replaced by glass gages. 

Although only a few glass gages have 
been placed in service, in some respects 
they have proved more efficient than 
steel. Many greasings and cleanings are 
eliminated, since no question of rust is 
involved. Scratches on glass do not 
raise a burr, or change the effective 
size of the gage. Glass is lighter and 
easier to handle, and in some cases 
visibility of inspection is better. Also, 
after the molds for glass gages are 


made, their cost is about half that of 
steel gages. 
* ~ o 

Vacuum cleaners released 
Release of an additional 40,000 domes- 
tic vacuum cleaners frozen since Oct. 
24 by order L-18-c, has been announced 
by the War Production Board. Cleaners, 
which now become available for sale to 
the general public, are in addition to 
those released from stocks of retailers, 
and wholesale distributors Nov. 21. 

Approximately 145,000 domestic 
vacuum cleaners will remain frozen as 
a reserve for requirements of the army, 
navy and other government agencies. 

+ * . 
Cleaner attachments banned 

Production of attachments for do- 
mestic vacuum cleaners was prohibited 
Nov. 26 by WPB amendment of order 
L-18-a. Manufacture of vaccum clean- 
ers has been cut off since Apr. 30, but 
the original curtailment order did not 
apply to attachments. 

The amended order also makes it 
clear—through a change in definition 
that the curtailment applies to domestic 
vacuum cleaners made for the Army, 
Navy, or other governmental agencies 
as well as those for civilian use. 

*” * * 
Upholstered furniture pric- 
ing—Now that OPA has prohibited use 
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of metal springs since Noy. 1, it has 


established pricing procedures which 
manufacturers may follow. 
Manufacturers who have reverted to 
solid filling base constructions, such as 
woven webbing, solid webbing, other 
fabric and suspended straps, slats and 
solid wood, are given the go-ahead 
signal, though their prices still are to 
be submitted to OPA for approval. 
Manufacturers employing new wooden 
springs to replace metal springs must 
have such springs tested and approved 
before the furniture containing them 
can be sold. Prices for such articles 
will not be approved by OPA unless the 
price applications are accompanied by 
laboratory test reports showing that the 
new springs meet new OPA standards. 


. * * 


A harness boom— As a result 
of gasoline and tire rationing, harness 
and saddle manufacturers have been 
swamped with orders, Wayne Dinsmore, 
secretary of the Saddlery Mfg. Assoc., 
said recently. 

It is estimated that manufacturers are 
60 to 90 days behind on orders for 
saddles, particularly those of the 
western type. Indications are that pro- 
duction of harness and saddles through- 
out the nation will amount to more than 
$16,000,000 in 1943. 
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New construction: 400,000 
dormitory rooms, dormitory apartments 


TO HOUSE 1,600,000 WORKERS 


moving into war production centers, July '42 to July '43, U. S. has scheduled 1,320,000 living accommodations’ 


270,000 family dwellings 
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650,000 in existing NF CONSTRUCTION 
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How 1,600,000 workers will be housed in war production centers 
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Dodge Foresees 1943 Construction 


Volume Equal to 1940, or Better 


Construction contracts now indicated for 1943 should equal or better the 
volume of 1940, the latest year when peace-time activity was predominant. 
This is the opinion of F. W. Dodge Corp., after careful review of current cur- 
tailment orders of W.P.B. and of government estimates for 1943 activity. Such 
a volume would exceed somewhat the average annual volume of the twenty 


years 1920 through 1939. 


Igy a joint statement prepared by Thomas S. Holden, president, and Clyde 
Shute, assistant vice president, which has just been issued, F. W. Dodge Corp. 
estimates the total 1943 building and engineering contract volume for the 37 
states east of the Rocky Mountains at $4,035,000,000, compared with an esti- 
mated $7,915,000,000 for the calendar year 1942. While the indicated decline 
is 49 per cent, it is pointed out that it will be a decline from this year’s record 
volume of all time. Non-residential building volume is estimated to decline 
53 per cent in dollar volume; the largest percentage decline in this general 
category is indicated for industrial buildings, but the estimated $$00,000,000 
for 1943 industrial construction is much larger than the volume of any peace- 
time year. Residential building is estimated to decline 44 per cent in dollar 
volume, and heavy engineering construction 47 per cent. 





Work garment prices —Ceil 
ing prices for men’s staple work cloth- 
ing can be calculated by wholesalers 
and manufacturers in an_ increased 
number of cases—detailed recently by 
numerous changes in the OPA work 
clothing regulation. 

The entire text of the pricing section 
applying to manufacturers and whole- 
salers of overalls, work shirts, jumpers, 
work pants, etc., is revised by amend- 
ment to price regulation No. 208. No 
really important change in ceiling prices 
of work clothing, however, results from 
the amendment. 


om 7 7 


Tire chain amendment— Pro- 
duction of a limited amount of tire 
chains for commercial vehiclues is per- 
mitted by recent change in WPB limi- 
tation order L-201. The revision pro- 
vides manufacturers of tire chains and 
parts for commercial vehicles with the 
same amount of material permitted 
under the or‘ginal order, but removes 
the general prohibition, and allows 
them to use 25 per cent of this amount 
in the manufacture of new chains. 


* * * 


Paper containers defined 
Specifically identifying paper cups and 
containers covered by price regulation 
129 (Waxed Paper, etc.) OPA has 
issued an amendment, effective Dec. 
10, clarifying the definition of paper 
products, and bringing conically shaped 
milk bottles under the regulation. Paper 
cups, paper containers and liquid tight 
containers subject to the regulation are 
now defined as: 

Round, open-end, nested food and 
drinking cups; 

Spirally wound liquid-tight containers 
made of chemical and/or chemical 
pulp; 

Conically shaped milk bottles. 

7 - * 

Standardizing glass contain- 
ers—Restrictions on metal cans for 
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the paint industry, caused WPB to order 
further standardization of glass con- 
tainers and cans through Schedule E 
to order L-103. This illustrates and 
describes containers approved for 
paints, stains, linseed oil, turpentine 
and other protective coatings. 

It is pointed out that, unless an all- 
fiber can is developed, glass is the only 
remaining substitute for metal, there- 
fore these standard bottles have been 
set up, reducing the 73,000 tons of 
steel formerly going into cans to 6,700 
tons by this use of glass. 

* * * 

Crown cap use—Canners and 
bottlers may not use crown caps, made 
prior to Sept. 26 in excess of the 
quotas established by order M-104 until 
all scrap now owned by them has been 
fabricated into crowns, WPB has ruled. 

Order M-104 provides that brewers 
and bottlers may use for beer and non- 
alcoholic beverages not more than 70 
per cent of the number of crowns they 
used in 1941. Appeals for exceptions 
now will be considered fdvorably only 
if it is shown that all black plate scrap 
owned by the applicants will be made 
into caps, and used within the 70 per 
cent limitation, before further purchase 
of crowns are made. 

+ ” . 

Carbide drums—A maximum 
price of 10 cents each for used 100- 
pound calcium carbide drums, which 
packers would like to buy back and 
refill again, was established Nov. 24 by 
OPA. The ceiling price is for drums 
delivered to the purchaser, and was 
effective Nov. 25. 

* « * 

Electric motor regulation 
Purchasers of electric motors must 
show that horsepower for motors sought 
is no greater than required to do jobs 
involved, according to WPB conserva- 
tion order L-221. 

It has been the practice of industry 


for many years to apply greater motor 


capacity than necessary for the job to 
be done, WPB claims. As a means of 


‘stopping this practice, the order ap- 


plies certain measurements, by which 
the actual power required, may be re- 
lated to the horsepower of the motor to 
be purchased. 

* ” * 


Tarred roofing products, as- 
phalt shingle lines simplified 
Grades and types of asphalt and tarred 
roofing products and asphalt shingles 
that may be produced after Jan. 1, 
1943, will be restricted to sizes and 
forms specified in “Exhibit A” of Limi- 
tation Order L-228, issued Nov. 24. 

Mineral surfaced roll-roofing of three 
types is authorized, with texture, color 
and finish optional. Type 1, weighing 
90 pounds per roll, may be made in 
several variations depending on the sel- 
vage edge. Smooth-finish roll-roofing 
may be made only in four types or 
grades or weights. Tale or mica finish 
is optional. 

Asphalt sidings may be produced in 
roll form or shingle form, but only one 
type of each. Built-up roofing products 
will be restricted to two types of asphalt 
saturated felt, two of tar saturated felt, 
one saturated and coated felt (for cold 
application) one type of base sheet, 
and one type of cap sheet. 

Asphalt shingles may be in any one 
or all of four basic types. Texture, color 
and finish are optional. Hexagonal 
strip asphalt shingles may be made 
with either two or three tabs, but not 
in both forms. Manufacture of hip 
and ridge shingles may be continued in 
the size now being produced at each 


plant. 
* * * 


Asphalt tile ceiling—Dollars- 
and-cents maximum prices for manu- 
facturers’ sales of asphalt tile have been 
established by OPA (Order No. 276, 
effective Dec. 5) at levels of March, 
1942. These prices are substantially 
the same as those prevailing in October, 
1941. 

Sales of tile had been covered by the 
general maximum price regulation, and 
by regulation No. 188, but these prices 
are now translated into dollars and 
cents figures. Discounts customarily 
granted by the trade were ordered con- 
tinued, as were other allowances, includ- 


ing freight. 
* 7 - 


Construction rule change 
Several changes have been made in 
WPB construction order L-41, which 
controls most types of civilian construc- 
tion. Major amendments include: 

Construction of railroad tracks is 
exempted from provisions of the order, 
but buildings, tunnels, overpasses, un- 
derpasses or bridges are still covered. 
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Agricultural contruction incident to 
erection or installation of machinery or 
equipment, now controlled by Limita- 
tion Order L-140, is exempted. 

Construction of facilities by the com- 
munications industry is exempted from 
the provisions of L-41. 

. *, a 

Portable electric lamps—Pro- 
duction of portable electric lamps and 
shades containing critical materials has 
been prohibited by the War Production 
Board. Restrictions on lamps, includ- 
ing such types as floor lamps, table 
lamps, and similar items, become effec- 
tive immediately. 

Wire frames for lamp shades made of 
phenolic plastics, iron or steel, which 
are already in manvfacturers’ inven- 
tories, may be used until Jan. 1. 

* * * 

Storage batteries ceilings 
On Dec. 5, the increase in maximum 
price recently authorized for automotive 
replacement storage batteries was ex- 
tended by OPA to all other types of 
lead-acid storage batteries, regardless 
of use. 

The new ceiling, established by 
amending Price Regulation No. 136, is 
retro-active to Nov. 7, 1942, and is 
the maximum price determined under 
former provisions of the regulation, 
plus one cent per pound (or major 
fraction of a pound) of lead content in 
the battery. The new ceiling also ap- 
plies to parts. 

With the exception of automotive re- 
placement batteries, the ceilings were 
established, as of Nov. 7, at the prices 
on Oct. 1, 1941. The automotive re- 
placement batteries then were given 
the extra one cent per pound of lead 
content price. Now OPA extends this 
allowance for lead to all other lead- 
acid storage batteries, stating that “it 
would be unfair to deny the lead con- 
tent to those batteries developed and 
marketed since Oct. 1, 1941.” 

* me * 

Portable typewriters—Retail 
list price for 17,000 new portable type- 
writers, released for unrestricted sale to 
the general public has been reduced 
about 10 per cent by OPA. 

The order affects retail sales of the 
“Envoy” model, manufactured — by 
Remington Rand, Inc., only. This 
model did not match the requirements 
for use by the federal government, 
hence the release. 

A specific price of $40 is established 
as ceiling price for the “Envoy” model, 


which in March sold et varying prices 
up to the list price of $47.50. 
* * - 


Pens and pencils curtailed— 
WPB has reduced production of pens 
and pencils, and banned use of critical 
materials wherever possible in their 
manufacture. The new order, L-227, 
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affects fountain pens, mechanical pen- 
cils, ordinary wood-cased pencils, pen 
holders and pen points. 

Production of all of these is eut 
with the exception of pen points. Pri- 
marily to meet export requirements, 
production of pen points next year will 
be stepped up 35 per cent from the 
output in 1941. 

In 1943, permitted production will be 
as follows: 

Fountain pens: 18,000,000 to be made, 
compared to 50,000,000 in 1941. 

Mechanical pencils: 24,500,000 to be 
made, compared to 60,000,000 last year. 

Wood-cased pencils: 7,365,600 gross 
to be made, compared to 8,370,000 gross 
in 1941. 

Pen holders: 120,000 gross to be 
made, compared to 165,000 gross last 
year. 

Pen points: 2,500,000 gross to be 
made, turned out, compared to 1,500,000 
in 1941. 





Graphite curb tightened — 
Complete control over distribution and 
use of graphite is established by WPB, 
in amended conservation order M-61. 
Madagascar flake graphite alone was 
covered by the preceding order. The 
amendment extends this control to 
lower grades and brings into control all 
graphite, imported and domestic, which 
will stand on a No. 50 mesh screen. 
Oe * me 
Linseed oil — Turpentine 
The recent markets have been relatively 
steady on these products, although lin- 
seed oid advanced 1'2 cents per gallon 
on Dec. 10, after a temporary dip to 
the low of the year on Nov. 18. The 
Dec. 10 basis is the same as that ruling 
during most of September, and is still 
relatively low as compared with the 
early 1942 market. 
On Dec. 10, turpentine was re-affirmed 
at the same price as in effect since 
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Maritime “M”’ 


to Russell & Erwin’ 


Russell & Erwin Mfg. 


New Britain, Conn., recently was | 


awarded the Maritime “M” bur- 


gee and the Victory Fleet Flag in | 





GEORGE T. KIMBALL 


recognition ol outstanding per 
formance in the manufacture of 
marine hardware and fittings vital 
to American ship production. 
The formal presentation of the 
Federal awards was made by 
Commissioner Thomas F.: Wood- 
ward of the United States Mari- 
time Commission at the ceremony 
held at the company’s foundry 
building in New Britain. Approx- 
imately 200 guests and hundreds 
of employees of the company 
were present. Isaac Black, -vice- 


president and general manager 
of Russell & Erwin, acted as 
master of ceremonies and pre- 


sented the Hon. George A. Quig- 
ley, mayor of the city, who gave 
the welcoming address. 

The “M” pennant was accept- 
ed for the company and em- 
ployees by the following: 


Annie L. Bancroft, representing 
the women employees; Frank 
O’Meara, representing produc- | 


tion; John Hennessy, a direct 
producer of maritime work and 


Robert J. Barrows, union official, | 


representing labor. 

For their part in winning the 
award the 1000 employees _re- 
ceived individual labor merit 
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Co., 


Miss | 


Awarded 


badges. Raymond Steel, factory 
worker, accepted the labor merit 
insignia from Commissioner 
Woodward in behalf of his fellow 
employees. 

“Challenge of the Award” was 
made by George T. Kimball, 
president, American Hardware 
Corp., of which the Russell & 
Erwin Mfg. Co. is a division. 
Mr. Kimball said in part: “We 
are happy to accept the honors 
bestowed upon us by the Mari- 
time Commission with satisfac- 
tion and with pride. 

“The appreciation of those for 
whom we are working makes that 
work a pleasure, to be sure. 

“To the unsung, grim, stark 
heroes of the their fine 


waves, 





ISAAC BLACK 


officers and the splendid cooper- 
ative shore organization of the 

Maritime Commission we prom- 
| ise to continue to do our best. 
The management, also, I am sure, 
the office, and the factory work- 
ers who by earning today’s hon- 
| ors have shown their best to be 
very good indeed.” 

In addition the program called 
for a talk by Lt. Col. Odel Shep- 
ard, posting of color by the 
Russell & Erwin guards, singing 
of the “Song of the Victory 
| Fleet” by Mrs. Fanny Garofano 
| and the singing of “America” at 
| the close. 


READ IT 


NEWS 


Russell & Erwin Mfg. Co. is 
| the first Connecticut firm 


win these awards. 


MICHAUD RESIGNS FROM 
HALL HDWE. CO. 


M. A. Michaud, sales promo- 


supervisor of the Hall Hardware 
Co., Minneapolis, Minn., for the 


his position with the company. 


ware Co., Mr. Michaud spent 


Albert Lea, Minn., and previous 
to this had been new accounts 
manager for the Hall Hardware 
Co. Five years before he was 
with Marshall-Wells Co., Duluth, 
Minn., in the merchandising di- 


vision. 


UNDERHILL, CLINCH 

MOVES QUARTERS 
Underhill, Clinch & Co., whole- 
sale hardware distributors of 
New York City, has moved its 


| offices and warehouses to 16-18 | years, 15 


W. 36th St. 





GEORGE 8S. CASE, SR. 


| Chairman of the board of the 
| Lamson & Sessions Co., Cleve- 
| land, Ohio, was elected vice- 
president of the American 
Standards Association at the 
| organization’s annual meeting. 
| held Dec. 11, in the Hotel 
| Astor, New York City. Mr. 

Case was previously a member 
| of the Association’s board of 
| directors. 





| 
and | 
the second in New England to | 


tion manager and merchandising | 


last three years, recently resigned | 
Prior to joining the Hall Hard- | 


three years in the sales depart- | 
ment of the Queen Stove Works, | 


| tal audiences. He 
| loaned to 
| Board, speaking for the Indus- 





DISSTGN NAMES GEBHART 
DOMESTIC SALES MGR. 


| Henry Disston & Sons, Inc., 
Philadelphia, Pa., recently an- 
| nounced the appointment of 
Walter H. Gebhart as domestic 
| 





WALTER H. GEBHART 


sales manager. Mr. Gebhart has 
| been with the company for 33 
of which have been 
| with the sales department. 

He is well-known throughout 
the country as a public speaker, 
having appeared before business, 
fraternal, social and governmen- 
has_ been 
the War Production 


trial Salvage Section and for the 
War Manpower Committee. Mr. 
Gebhart is a past president of 
the Eastern Industrial Advertis- 
ers Association and past com- 
mander of the William D. Oxley 
Post, American Legion. 


KNIGHT HEADS SALES 
AND RESEARCH FOR 
ELASTIC STOP NUT 


The appointment of William 
H. Knight as director of sales 
and market research for Elastic 
Stop Nut Corp., Union, N. J., 
manufacturer of self-locking nuts, 
was announced recently by 
Thomas H. Corpe, general sales 
manager of the company. Mr. 
knight was formerly vice-presi- 
dent of Electric Household Utili- 
ties Corp., Chicago, Ill., and a 
sales executive for Firestone Tire 


| & Rubber Co., Akron, Ohio. 
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THE TRADE 
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K. C. Gifford Elected 
President of Schick 


K. C. Gifford, vice-president in | 
charge of sales and advertising, | 


has been elected president and 





GIFFORD 


K. C. 


| General 


eral sales manager with head- 
quarters in Minneapolis. 

He remained with Toastmaster 
for 15 years, resigning three 
years ago to accept the position 
of vice-president in charge of 
sales for Schick Inc. His promo- 
tion to the presidency resulted 
from his excellent record 
since joining Schick. 

In addition to Mr. Gifford, two 
new directors, Wallace Clark of 
Washington, D. C., and Paul E. 
Holden of Palo Alto, Calif., were 
added to the board. 


sales 


CORDINER NAMED TO 
NEW WPB POST 
Ralph J. Cordiner, 
Electric Co. 
and for the last three years pres- 
ident of Schick Inc., Stamford, 


former 
executive 


Conn., has been named to the 
newly created post of director 
| general for war production 


general manager, and a director | 
of Schick Inc., Stamford, Conn., | 
manufacturers of electric shavers. 
He was also named president and 
director of Schick Service, Inc., 
operating thirty-seven service sta- 
tions in principal cities through- | 
out the United States and 
Canada. The corporation has 
been, for some time, devoted to 
the production of precision war 
materials. 

The new president of Schick 
Inc. has been vice-president in 
charge of sales and advertising 
for the past three years. Born in 
South Dakota, Mr. Gifford at- 
tended grade schools in Pierre, 
S. D., and later worked his way 
through the University of South 
Dakota. When his schooling was 
interrupted by World War I, he 
joined the Army and completed 
his education at the University 
after the war. 

After three and a half years 
in business in Nebraska, Mr. 
Gifford joined the Toastmaster 





division of the McGraw Electric 
Co., Elgin, Ill., as a salesman in | 
1925. He was made manager of 
the Chicago office of that com- | 
pany in 1926, and in 1932 ad- | 


vanced to the position of gen- 
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scheduling. He will work directly 
under Charles E. Wilson, WPB 
vice-chairman. 

Shortly after he was graduated 
from college, he accepted a posi- 
tion with the Edison General 
Electric Appliance Co. at Port- 





RALPH J. CORDINER 


land, Ore., becoming northwest 
manager at Seattle in 1927 and 
manager of the Pacific coast di- 
vision in 1930. When the heat- 





ing device section of this com- 
pany was consolidated with the 
merchandise department of Gen- 
eral Electric Co. at Bridgeport, 
Conn., he became its manager 
and chairman of the manage- 
ment committee. Two years later 
he was appointed assistant man- 
ager of appliance sales, and in 


1935 became manager of the 
radio division. The following 
year he was appointed to the as- 
sistant managership of the ap- 
pliance and merchandise depart- 
ment, becoming manager _ in 
1939. 


In 1939 Mr. Cordiner resigned 
from General Electric to accept 
the presidency of Schick Inc., 
manufacturers of electric dry 
shavers. 


COFFEY HEADS LEGION 
IN OHIO 


Martin V. Coffey, manager of 
sales, Miami Cabinet Division of 
the Philip Carey Co., Middle- 
town, Ohio, recently became De- 
partment Commander of the 
American Legion of Ohio. 

Commander Coffey enlisted in 
the National Guard during the 
trouble with Mexico in 1916 and 
served on the border and at Ft. 
H. G. Wright. He was recalled 
to active service in April, 1917 
and was active in France during 
World War I. Commander Cof- 
fey was a member of Henry C. 
Wilson Post of the New York 
Department and served as _ its 
commander in 1921-22 and again 
in 1922-23. Upon moving to 
Ohio in 1926, he transferred his 
membership to Middletown 
Post No. 218. He became post 
commander in 1937-38 and was 
Butler County commander in 
1939. Commander Coffey served 
four years as the Ohio Depart- 
ment’s representative on the Na- 
tional Americanism committee 
and two years as chairman of the 
subversive activ- 


committee on 


ities. 


STORE OUT OF BUSINESS 
AFTER 112 YEARS 


Voorhees, retail hardware store 
of Morristown, N. J., recently 
went out of business after 112 
years of continuous service to 
the community. 














BISHOP MADE SALES MGR. 
OF SYLVANIA PRODUCTS 

The appointment of Robert H. 
Bishop, formerly eastern sales 
manager of the Lighting Divi- 





ROBERT H. BISHOP 


sion of Sylvania Electric Prod- 
ucts Inc., New York City, to the 
post of general sales manager of 
this division was announced to- 
day by Don G. Mitchell, vice 
president of sales for the com- 
pany. 

Mr. Bishop takes over from 
Charles G. Pyle, who recently 
resigned to accept an appoint- 
ment as managing-director of the 
National Electrical Wholesalers 
Association. 

Mr. Bishop brings to his new 
post many years of experience in 
sales and sales management 
work, having come to Sylvania 
six years ago from a similar posi- 
tion with a large office equip- 
ment concern. His headquarters 
will be at the company office in 


New York. 


CENTRAL STATES CLUB 
PARTY, MEETING, JAN. 5 


Central States Hardware Club 
will hold its fifth annual meeting 
and dinner party Tuesday, Jan. 
5, 1943, at the LaSalle Hotel in 
Chicago, Ill. The business meet- 
ing will be followed by enter- 
tainment. Members’ will be 
privileged to invite guests. 

Walter M. Floto, American 
Steel & Wire Co., is chairman 
of the club’s entertainment com- 
mittee, - 








TOY MAKERS CONVENTION URGES 
CONTINUED PRODUCTION 


T. W. Smith, Jr., Sun Rubber Co., again heads 


Association—To hold fair March 8-20, 


That 
continued where such operation 
weaken the war effort 
was the theme of the address of 
T. W. Smith, Jr., Rubber 
Co., Barberton, Ohio, president, 
Toy Manufacturers of the U.S.A,, 
Inc., at the association’s 26th an- 


production of toys be 


does not 


Sun 


nual convention held Dec. 10-11, 
at the Waldorf-Astoria, New 
York City. Materials, labor and 
transportation problems’ for 
1943 and the toy industry in re- 
lation to WPB were 
at the sessions the first 


discussed 
day, as 
well as prospects for 1943. Con- 


cerning materials, for use in the | 


toys, it 
brought out that the outlook is 


production — of was 
not favorable for plastics, fair as 
to paper but not certain on some 
types of wood. 

At the annual banquet Thur-- 
day evening the chief address 
was by J. M. Major, who fol- 
lowed humorous comments with 
a serious talk on taxes and bank 
reserves urged that 
year income taxes be on a “pay 
He =poke of 


the possibility of freezing bank 


and next 


as you go” basis. 


deposits and rationing with- 
drawals, and urged buying of 


the 


ourselves. 


government bonds to help 
effort as 
At the final session, the second 


day, E. R. Berkeley and W. O. 
Huie, both of OPA talked on 


war well as 


The 26th annual banquet of the Tov 


10 


pricing problems — discussing 


MPR No. 188 which includes 
toys from the manufacturers’ 
level and MPR No. 210, affect- 
ing them from wholesale and 
retail levels. 


George Claussen, in civilian 
‘life buyer of appliances, toys, 





T. W. SMITH, JR. 


ete., for Hibbard Spencer, Bart- 
lett & Co., Chicago, Hl., whole- 
ale hardware distributors, and 
at present Unit Chief, 
Baby Carriages, Umbrellas, Ani- 
and Bells, 
Goods Di- 
briefly at 
said 


mal Traps, Gongs 
Consumers Durable 


WPB, spoke 


the concluding session. He 


vision, 


Manufacturers of the U. S. 


| for 


1943 


that WPB won't go out and get 
orders but will tell what is being 


sought and what orders are 
available, complimented the in- 
dustry for its war effort and 


read some expressions of mem- 
bers as to suggested changes in 
orders and regulations affecting 
their industry. 

Carl Rishell, National Lumber 
Manufacturers’ Association, 
Washington, D. C. suggested as 
much use of lower grade hard 
lumber as possible in the mak- 
ing of toys. He pointed out that 
wood, laminated wood and com- 
pregnated wood are being used 
the making of bath tubs, 
and boats. William H. 
The Tariff 

New said 

the 


fears 
Cliff, 
League, 
that if 


American 
York City, 
toy 


| 


Righter Co., New York City; 
Sam Goss, Halsam Products Co., 
Chicago, Ill.; Arthur Lehman, 
The Lehman Co. of America, 
Cannelton, Ind., and Charles 
Raizen, The Transogram Co., 
Inc., New York City. Foster 
Parker, Parker Bros., Inc., 
Salem, Mass., was elected to fill 
the unexpired term of R. B. M. 
Barton. Directors continuing in 
office are: Mr. Ballenger; Mr. 
Gilbert; Carl Hedstrom, Jr., 
Hedstrom-Union Co., Gardner, 
Mass.; W. T. Henretta, Holgate 
Bros. Kane, Pa.; B. F. 
Michtom, Ideal Novelty & Toy 
Co., New York City, and Mr. 
Seitz. James L. Fri, 200 Fifth 
Ave., New York City, was re- 
elected as managing director and 
Horatio D. Clark, assistant di- 


Co., 


| rector, was also reelected. 


industry is to | 


| continue and prosper, after the | 


Toys, | 


war, it must have a market and 
that it should thus have a “pri- 
ority” in the home market. 


T. W. Smith, Jr., Sun Rub- 
ber Co., Barberton, Ohio, was 
reelected president and F. W. | 


Gilbert, The A. C. Gilbert Co.. 


| stallation of an 


New Haven, Conn., and T. J. | 
Seitz, Auto Wheel Coaster Co., 
Inc., N. Tonawanda, N. Y., were 


reelected as vic e- presidents. 


R. R. Ballenger, Dowst Mfg. 
Co., Chicago, Ill, was elected 
treasurer. New directors are: 
L. K. Anderson, Selchow & 


Attention was again called to 
the annual American Toy Fair to 
be held March 8-20, 1943, inclu- 
sive, in New York City at 200 
Fifth Ave., 1107 Broadway and 
other permanent showrooms with 
temporary exhibits at the Hotel 
McAlpin, Broadway and W. 34th 


Mt. 


NEW EDUCATIONAL FILM 
RELEASED BY PRIME 
“Fencing electrically” a new 
100 ft. 16 mm. silent movie film 
has just been completed by The 
Prime Manufacturing Company, 
Milwaukee, Wis. This film, 
which is all in color, is a step 
by step story of the proper in- 
electric system 
and the proper use and care of 


that system. “Fencing electrical- 


ly” is available without charge 


to dealers, agricultural instruc- 
tors, ete., for educational pur 
po-es. 





1. Inc.. in the Jade Room of the Waldorf-Astoria, New York City. 
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Four Philadelphia Hardware Men Become 


Hardware Age 50 Year Club Members 


Four Philadelphia builders’ hardware men receive their HARD- 
WARE AGE 50 Year Club certificates at Philadelphia. Left 


to right—Adolph Soeffing, Charles J. Heale, Chas. A. Lewis, 
Paul Easby-Smith, Harry Kahn, Gerald Cohalan and Eugene 
' Lovell. 


Four veteran builders’ hard- 


ware men, who have served the | 


Philadelphia area a total of 
more than 200 years, received 
their membership certificates in 


the HARpwareE AcE 50 Year Club | 


on Wednesday, Dec. 9, 1942. A 
special meeting of the Builders’ 
Hardware Club of Philadelphia 
was held on that date at the 
Architects’ Building, Philadel- 


phia, for the presentation made | 
by Charles Heale, vice-president | 


and editor of HARDWARE AGE. 


The four new members of the | 


club are Adolph Soeffing, Adolph 
Soefing & Co.; 


Lewis and Eugene Lovell of 





JAMES L. FRI 


Managing director, Toy Manu- 
facturers of the U.S.A. Inc. 
200 Fifth Ave., New York City, 
who was recently elected chair- 
man of the Manufacturing 
Trade Group of the National 
Industrial Council which is 
affiliated with the National As- 
sociation of Manufacturers. 
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Charles A. | 


Supplee-Biddle Hardware  Co., 
and Harry Kahn of Magden 
Hardware Co. 

Brief remarks on current con- 
ditions were also made by P. F. 
King, general manager, The 
Stanley Works, New Britain, 
Conn.; Paul Ea*by-Smith, Wash- 
ington, D. C., past president, 
National Contract Hardware As- 
sociation and incumbent presi- 





dent of the American Society of | 


Architectural Hardware Consul- 
tants, and R. W. Chamberlain, 
sales manager, The Stanley 
Works. Gerald Cohalan, The 
Stanley Works, president of the 
local club, presided. 


PERSONNEL CHANGES 
FOR SONNEBORN SONS 


L. Sonneborn Sons, Inc., New 
York City, recently announced 


ithe following organizational 


changes in the White Mineral 
Oil and Petrolatum Division. 
R. W. Bjork has been made 


| manager of sales, Edgar E. 


Brand, formerly western district 


| sales manager, has been named 





director of sales with headquar- 
ters at Chicago, and Harold C. 
Green is now eastern sales man- 
ager. Henry F. Copeland, for- 
merly manager of sales, now as- 
sumes the chairmanship of the 
marketing committee. 


BREINIG BROS. MOVE 
TO NEW LOCATION 


Breinig Bros., Inc., Hoboken, 
N. J., manufacturers of varnishes 
and enamels, recently moved to a 
new location at First and Harri- 
son Sts. 


| 





have Hardware by 


Mexinn ey 


Homes for war workers in Dallas... in 
Washington . . . in Pittsburgh . . . in all parts of 


the nation . . . are now being equipped with 
McKinney quality hardware. Builders every- 
where have come to realize the advantage of 
McKinney's greater durability, adaptability, and 
ease of installatiom. They realize, too, the advan- 
tage of equipping houses with hardware which 
not only meets today’s stringent requirements, 
but adds the plus of authentic design and good 
engineering, developed through 75 years of 
quality hardware manufacture. Now is the time 
to talk McKinney and display McKinney . . . to 
build customers for tomorrow. 



























_ The friends you made and the good will you built 
in years past are your best guarantee of business 
today — and in postwar markets. 

Keep these friends! The DEPENDABILITY of A-P 
Oil Controls on the Heaters you sold are helping you 
right now. But YOU can do more! Keep in touch 
with them through regular calls — inspecting, clean- 
ing, repairing, adjusting their Heating Units so they 
can cooperate in our Nation’s Oil Conservation needs 
. . . And continue to enjoy comfortable heat on a 
minimum of' fuel oil. 

This is good business today. And tomorrow, when 
new Heaters are again available, you'll have an 
active and friendly ‘prospect list’’ — families who 
know your concern for their comfort, and your rec- 
ord of fine service. 

Then, A-P Oil Controls will be better than ever, 
too, carrying on their tradition of accuracy and effi- 
ciency — increased by today’s continuing research 
and development. 


AUTOMATIC PRODUCTS COMPANY 


NORTH THIRTY — SECOND STREET 


MILWAUKEE ®@ Wisconsin 
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By the adoption of the con- 
ference report, the Senate gave 
final approval to the Murray 
Bill, known as the Federal Re- 
ports Act of 1942, a measure 
sponsored by the Small Business 
Committee to provide a method 
for cutting red-tape and elimi- 
nating long-winded  question- 
naires from Governmental agen- 
cies. The House recently ap- 
proved the measure and it is now 
ready for the President’s action. 

“The passage of this bill marks 
a great victory not only for small 
business but for all business,” 
stated Senator Murray. “The 
effectiveness of the measure will, 
of course, depend upon the man- 
ner in which it is administered. 
With a view to encouraging ag- 
gressive administration, the Sen- 
ate Small Business Committee is 
asking the Director of the Budget 
to report to the Committee at 
60-day intervals on the amount 
of unnecessary questionnaires 
and reports eliminated; the ex- 
tent to which the fact-getting 
activities of Federal agencies 
have been amalgamated under a 
fewer number of agencies; and 
the Budget Bureau’s progress in 
developing an over-all program 
for meeting the Government’s 
needs for statistics and other in- 
formation.” 

As finally adopted, the mea- 
sure provides that the Act shall 
not apply to the obtaining or re- 
leasing of information by the 
Bureau of Internal Revenue, the 
Controller of the Currency, the 
Bureau of Public Debt, the Bu- 
reau of Accounts, and the Divi- 
sion of Foreign Funds Control 
of the Treasury. It further pro- 





| 





| Murray Bill Passed to Relieve 
Bardens of Small Business 


vides that the Act shall not ap- 
ply to the obtaining by any 
Federal bank supervisory agen- 
cy of reports or information now 
required by law. 

The bill makes it a Govern- 
ment policy that all unnecessary 
duplication of effort in obtaining 
reports and data for use of Gov- 
ernment agencies, except in spe- 
cific instances, shall be “elimi- 
nated as rapidly as practicable, 
and that information collected 
and tabulated by any Federal 
agency should, insofar as ex- 
pedient, be tabulated in a man- 
ner to maximize the usefulness 
of the information to other 
Federal agencies and the pub- 
lic.’ To carry out this policy, 
the Director of the Budget is 
directed to coordinate the infor- 
mation-collecting sources of the 
various Federal agencies with a 
view to reducing the cost to the 
Government and the burden 
upon business enterprises and 
other persons. With the excep- 
tion of the agencies specifically 
exempted by the Act, no Federal 
agency may solicit the same gen- 
eral information in the form of 
questionnaires, report forms, or 
by other similar methods, from 
ten or more persons, firms, or 
corporations without first sub- 
mitting such forms or question- 
naires to the Director of the 
Bureau of the Budget and re- 
ceiving his approval. 

Under the Act the Director 
may reduce the number of ques- 
tions on the questionnaire or he 
may direct that the information 
be obtained from any other Fed- 
eral agency which is known to 
have the information in its files. 


Appoint 12 Assistants on Staffs 


of WPB Regional Directors 


| The appointment of 12 as- 
| sistants on the staffs of WPB 
| Regional Directors, who will be 
| assigned to handle the business 
| of the Governmental Division 
| with public officials and institu- 
|tions in each area, were an- 
| nounced recently by Wade P. 
| Childress, Deputy Director Gen- 
eral for Field Operations. 

The appointments and regional 
offices to which they have been 
assigned are: Boston, Edward V. 
Hickey; New York, Donald K. 
Vanneman; Philadelphia, Thomas 
H. Healy; Atlanta, Frank G. 








Etheridge; Cleveland, George 
Ramsey; Chicago, Arthur C. 
Meyer; Kansas City, George D. 
Barnett; Dallas, A. W. Roberts; 
Denver, Fred W. Roberts; San 
Francisco, James A. Whiteside; 
Detroit, P. C. Duborg and Min- 
neapolis, Thomas L. Lambert. 

Conferences will be held with 
state and city officials as a means 
of bringing the new regional rep- 
resentatives into ‘contact with 
maintenance and supply problems 
of the kind they will be called 
on to handle in their respective 
regional offices. 
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Co., was elected president for the 





PYLE TO DIRECT ASS’N 
OF ELECTRICAL JOBBERS 


Charles G. Pyle, general sales 
manager of Sylvania Electric 
Products, Inc., New York City, 
has been appointed managing 
director of the National Electri. 
cal Wholesalers Association, it 
was announced recently by D. L. 
Fife of Detroit, president of the 





organization. 
Mr. Pyle has been identified | 
with the lighting industry since | 








CHARLES G. PYLE 





M. L. LANGEL 


Mfg. Co., and W. E. Hansen, 
Hansen & Yorke Co., Inc. E. S. 
Norvell, E. C. Atkins & Co., will 
again serve as secretary-treasurer 
of the association. Mr. Scholl 
was elected chairman of the 
board and 
American Steel & Wire Co., is 


chairman of the executive com- | 
mittee. Members of the board of | 


M. C. Harriman, | 





| 


| 
| 
| 


governers are: Sydney Atkinson, | 


R. J. Atkinson, Inc.; H. L. 
Usher, Oliver Iron & Steel Co.; 
O. A. Lanchantin, J. K. Larkin 


|& Co., Inc.; Arthur Vincent, 
Morse Twist Drill & Machine | 
| Co.; W. W. Edwards, Federal 


1920, when he was placed in| 
charge of the Pittsburgh ware- | 
house of the then Hygrade Lamp | 
Co. He was district sales man- 
ager in Baltimore when the com- | 
pany merged with the Sylvania 
Tube Co. in 1932, and Mr. Pyle 
became assistant sales manager 
for incandescent lamps of the 
newly formed Hygrade Sylvania 
Corp. In 1939 he was made gen- 
eral sales manager of the light- 
ing division. 

Mr. Pyle will make his head- 


quarters in New York City. 


HARDWARE TRADE ASS’N 
ELECTS NEW OFFICERS 


Over 50 members and guests 
attended the annual Christmas 
party and meeting of the Hard- 
ware Trade Association of New 
York, held at the Railroad Ma- 
chinery Club, 30 Church St., 
New York City, on Dec. 15. 
One of the features of the party 
was the exchange of gifts. Each 
person attending donated one 
item and in return received one. | 
Santa Claus was present and dis- | 
tributed the gifts to the mem- 
bers and guests. 

M. L. Langel, Osborn Mfg. 


coming year, succeding Fred A. 
Scholl, Long Island Hardware 
Co. The vice-presidents elected 
were E. T. B. Penman, Neal & 
Brinker Co.; C. D. Merritt, Reed 
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Hardware Co. and Cal Popp, 
Toledo Pipe Threading Machine 
Co. 





Better known as “Rudy” and 
associate Editor of HARD- 
WARE AGE who is now a 


member of the U. S. Army Air 
Corps and is stationed at Sioux 
Field, Sioux Falls, S. D., en- 
joying one of his few leisure 
moments. He is studying to be 
a radio operator with a bit of 
machine gunnery on the side. 





Use POL-MER-IK Bawzed 
to avoid the 
dangerous burning line 


Too fast drying caused by adding too 
much dryer on the job, can burn the 


film, breaking down its protective * 


qualities. This shortens the life of 
the job. 


Use POL-MER-IK Baed 
for correct drying 


A chemical change takes place as 
fluid paint becomes a hard protec- 
tive coating. Accurate control of 
this drying can be gained by using 
Pol-mer-ik Boiled which has been 
scientifically formulated to dry in not 
less than 8 hours or more than 12. 


Use POL-MER-IK Gad 
to avoid 
dangerously slow drying 


When drying takes more than 12 
hours it unnecessarily exposes the 
film to damage and injury from dust, 
rain, etc., which may spoil the 
appearance of the job. 


Bottled LINSEED OIL 











10 
HOURS 





11 
HOURS 





















isv4j OOL 


SaWIL L934NuNO9D 


MOTS OOL 











for Owners of 


All Makes of 
PUMPS, ° 


WATER 
SYSTEMS, 


SPRAYERS 





SAYS 
Y OF WAR 


BOARD: 


“Every farmer in 
the United States 
has a duty to per- 
form today. That 


care of existing 
equipment, to make 
repairs whenever pos- 
sible, and to put idle 
equipment to use.” 


Don’t wear out your service department and your trucks 
on unnecessary and unprofitable service calls. That’s one 
rule every wise dealer wants to observe today—and here’s 
the way to make it work if you are in the pump, water 
system or power sprayer business. No matter what make 
you handle, if you will place this free book in the hands of 

your customers, it will save you loss 
MYERS DEALERS: SELL 
THIS HOME REPAIR KIT 


This handy kit enables 
owners of Myers Water 
Systems to make simple 
repairs. Kit contains cup 
leathers, gaskets, valve 
springs and similar 
parts. Write us. 


of time and money on “nuisance” 


calls—and make your’ customers 


grateful to you. 


Here is an authoritative general man- 
ual on “home” care of ALL MAKES 
of pumps, water systems and power 
sprayers. Tells how to diagnose com- 
mon pump troubles and make minor 
adjustments and repairs. Full of illus- 
trations and useful customer infor- 


mation. Reasonable quantities free to 





any dealer, regardless of make of 





equipment handled. Write us. 





aac 





HE F. E. MYERS & BRO. CO. 


PUMPS - WATER SYSTEMS - SPRAYERS 
HAY UNLOADING TOOLS - DOOR HANGERS 


111 Fourth St., Ashland, Ohio 
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duty is to take best | 














OBITUARIES 





George T. 


George T. Price, 72, 
vice-president in charge of sales 
for the American Fork & Hoe 
| Co., Cleveland, Ohio, died re- 











GEORGE T. PRICE 


| cently at his country home in 
| Lexington, Ky., where he had 
gone after his retirement 


years ago. 


E. A. GALLAGHER 


| Edward A. Gallagher, man- 
| ager of the Chicago office of John 
H. Graham & Co., New York 
| City, since 1923, died suddenly 
}in St. Paul, Minn., on Nov. 15, 
as a result of a heart attack. 

Mr. Gallagher was identified 
with John H. Graham & Co. dur- 
ing his entire business career, 
| having started in 1907. 


JOHN WASWO 


| John Waswo, 67, Alpha, Minn., 
| hardwareman for more than 40 


| years, died recently of a heart | 


attack. 

Mr. Waswo during his long 
residence in Alpha was active in 
bringing better school facilities 
to that town. He served for 25 


| years on the board of education, | 


and was mayor of Alpha for three 
terms. 


WM. VAN HOOGENHUYZE 


Wm. Van 
president of the Wm. Van Hoo- 


t 
firm, passed away recently after 
an illness of two days. 


| 


former | 


three | 


Hoogenhuyze, 87, | 


genhuyze Hardware Co., San An- | 
onio, Tex., wholesale hardware | 


Price Dies 


Mr. Price began working for 
|W. C. Kelly & Co., axe manu- 
| facturers, at Louisville, Ky., in 
1884. Later, when the axe fac- 
tory was moved to Alexandria. 
Ind., he continued to work for 
the company, as he did when th: 
factory was moved to Charles- 
ton, W. Va. In 1930, the Kelly 
Axe & Tool Co. was merged 
with the American Fork & Ho: 
| Co., and following this merger 
| Mr. Price continued as manager 
| 


of the Kelly Axe & Tool Works 
|in Charleston. In 1932, he was 
| named vice-president in charge 
| of sales for the American Fork 
| & Hoe Co. and moved to Cleve- 
land. 
He was a member of the 
| Harpware AcE Fifty-Year Club, 
a member of the Southern Hard- 
| ware Salesmen’s Association and 

at one time served as a member 

of the executive committee of the 
| American Hardware Manufac- 
turers Association. 

Surviving are his widow, Mrs. 
| Mary Price, and a daughter. 


Born in Liverpool, England, in 
| 1855, Mr. Moogenhuyze came to 
| this country when he was about 
30 years old. He traveled Texas 
| for about 50 years selling mer- 
| chandise to dealers. In 1917, he 
| became a manufacturers’ agent 
| and when he was joined by his 

son in 1924, they started in the 
| wholesale hardware business. 

Mr. Hoogenhuyze was widely 
| known to the hardware trade 
throughout Texas. 





WM. VAN HOOGENHUZE 
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DAVID S. YOUNGHOLM 


David S. Youngholm, 53, vice- 
president of the Westinghouse 
Electric & Manufacturing Co. in 
charge of the company’s lamp 





DAVID S. YOUNGHOLM 


Division, Bloomfield, N. J., died 
recently from a _ sudden heart 
attack. 


During a career of more than | 


he was former president and, at 


| the time of his death, governor 





| 


33 years with Westinghouse Mr. | 
Youngholm became a nationally | 


known authority and executive 
in the lighting industry. 

In 1909 he joined the West- 
inghouse Lamp Co. in Bloomfield 


and then was transferred to the | 


stock and statistical department 
and later to the sales depart- 
ment, with headquarters at dif- 
ferent times in Chicago, Kansas 
City and St. Louis. He was 
placed in charge of production 
with headquarters at Bloomfield 
in 1920. 


became assistant manager of 
sales and in 1924 was made as- 
sistant general superintendent. 


In 1930 he became assistant to 
the vice-president of the lamp 
company. 

Mr. Youngholm was awarded 


Three years later he | 


of the organization. He also was 
a member of the Illuminating 
Engineering Society and the Es- 
sex Club of Newark. 

Surviving are his widow, Eliza- 
heth, and two brothers, William 
and Albin. 


CGL. BENJAMIN R. 
ROBERTS 


Col. Benjamin R. Roberts, 62, 
retail hardware dealer of Chase 
City, Va., and a former president 
of the Virginia Retail Hardware 
Association, dropped dead on 
Dec. 9, while on a hunting trip. 
He had been a member of the 
House of Delegates since 1938. 

In addition to serving in the 
State Legislature, Col. Roberts 
had served as chairman of the 
county school board, aS mayor of 
Chase City and as captain of the 
local National Guard unit. 

Surviving are his widow, a 
daughter, one brother and one 
sister. 


CLOTH WINDOW SHADE 
SIMPLIFICATION PLAN 


A reduction of some 68 per 
cent in variety would result from 
a proposed Simplified Practice 
Recommendation for Cloth Win- 
dow Shades just submitted by 
the Bureau of Standards to pro- 
ducers, distributors, users and 
other interested parties for ap- 
proval or comment. Suggested 
by producers, this recommenda- 
tion lists the kinds of cloth 
from which stock shades are 
made, together with the number 
of colors, widths and finishes, the 
number of warp and _ filling 
threads for each kind and other 
factors. 


| REVISED BUILDERS’ HDWE. 


the Silver “W” Order of Merit | 


in April, 1936, in recognition of 
“anusual foresight, energy and 


tact in the management of the | 
| duction Board. The manual has 


lamp company.” This is the 


highest award given by the com- | 
pany in acknowledging outstand- | 
| materials and limitation orders 
On Oct. 28, 1936, three days | 


ing service. 


before the reorganization of the 
Westinghouse Lamp Co. as the 
Lamp Division of the Westing- 


MANUAL ISSUED 
A revised edition of the “Build- 
ers’ Hardware Manual” has been 
issued recently by the War Bro- 


been brought up to date by in- 
corporating the provisions of all 


of more recent date than the old 
edition published July 15, 1942. 
Changes made necessary by is- 


suance of the war housing man- 


house Electric & Manufacturing | 


Co., Mr. Youngholm was made 


vice-president of the latter com- | 


pany. 

In October of 1937 he was 
elected a director and vice-presi- 
dent of the Bryant Electric Co., 
Bridgeport, Conn. He also was 
elected a director of the West- 
inghouse Electric Supply Co. A 
member of the Electrical and 


ual have likewise been covered 
in the revised edition. 

Copies may be obtained at any 
regional or district field office of 
the War Production Board. The 
new edition differs in no im- 
portant respects from the earlier 
manual. The only changes are 
technical revisions and correc- 
tions. There have been 30,600 
copies of the original edition 


Gas Association of New York, | distributed. 
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Behind the Lines, one 


Pn, hag 


It's a miracle of modern cooking efficien- 
cy. It's the kind of stove that women have 
anticipated for years. We can’t show 
it to you, though. . . not right now. If 
you were to visit our plant today you'd 
see only implements of war rolling down 
our production lines. But the range is 
there...in the blueprints of our laboratory 
technicians as they develop—under the 
stimulus of war-time production—amaz- 
ing new features for the Grand Range 
of tomorrow. And when the last shot 
has sounded on the firing line and it's 
time to start building implements of 
peace again—we’'ll be ready. For, 
behind the lines, we've got the range. 


When Peace Comes, It Will Be GRAND 


Grand Gas Ranges 
DIVIGION OF THE CLEVELAND COOPERATIVE STOVE COMPANY 
CLEVELAND, OHIO 















BUILDERS’ HARDWARE CUT TO 3,500 
ITEMS BY SIMPLIFICATION PROGRAM 


Schedule | of Limitation Order L-236 slashes 


present total of 27,000 items. 


Jan. 


Order effective 


15th. Producers’ inventories of finished 


parts for non-standard types frozen March Ist. 


In one of the most extensive 
simplification programs yet an- 


nounced by the War Productien | 


Board in the realm of manufac- 
ture, builders’ hardware lines 
are reduced to approximately 
3,500 items from a present total 
of 27,000, under the provisions 
of Schedule I of Limitation Or- 
der L-236, which has been is- 
sued by the Director General 
for Operations. 

The effective date of the order 
is January 15, 1943. Producers 
are prohibited from putting into 
process after that date any 
builders’ finishing hardware 
which does not conform to the 
permitted types, grades, 
finishes, weights and standards. 

An interval will be allowed 
following the effective date dur- 
ing which manufacturers may 
assemble, from completed parts 
in inventory, designs and types 
not included in Schedule LI. 
After March 1, 1943, however, 
producers’ inventories of finished 
parts for non-standard types, 
sizes, and styles will be frozen. 

Merchandise lines covered by 
the order include lock sets, door 
trim, hinges of various kinds, 
door knobs, key plates, door 
pulls, door bolts, hydraulic door 
closers, window and _ transom 
hardware, screen door acces- 
sories, casement window fittings, 
cabinet hardware and locks, sash 
balances, padlocks, track and ac- 
cessories for hangar doors, fire 
door parts and accessories, and 
various items of shelf goods. 

Customers of retail stores, ac- 
cording to dealers will still be 


sizes, 


able to satisfy their essential 
needs for common types of 
builders’ hardware. Approved 


styles and types will be of uni- 
formly simple design and finish, 
however. 

Schedule I of the new order 
has been called a 


46 


“necessity | 


st.” Slow moving items, irreg- 
| ular sizes and styles, and types 
of hardware that make use of 
exces’ive amounts of metal have 
been eliminated unless they 





could be classed unmistakably as 
“necessity” items. The Schedule, 
it is stated, has been carefully 


checked with representatives of | 


the industry. 
Items retained on the “neces- 
sity list,” according to the an- 


nouncements have been placed 


there as a result of systematic | 


investigations begun more than 
a year ago in which manufac- 
turers, government agencies and 
large consumers of hardware 
have taken part. 

“Every effort has been made,” 





said John L. Haynes, Director of 
the WPB Building Materials Di- 


vision, “to retain in this list any 


item which may be_ required 
during the national emergency 
by the Army, Navy, Maritime 


Commission, Lend-Lease Admin- 
istration, Board of Economic 
Warfare, or by any other Federal 


| agencies or for any essential 
civilian use such as_ repair 
maintenance, safety, or farm 


construction.” 

Materials that may be used in 
the manufacture of approved 
items after January 15, 1943, are 
restricted to ferrous metals and 
antimonial lead for most pur- 
Some items, mostly trim 
and fittings for doors and cab- 


poses. 


Class C Stove Mfrs. Temporarily Freed 
From Heating Stove Quota Restrictions 


; 
In order that coal and wood 


burning stoves for heating of 
dwellings, shops, offices and 
stores will be obtainable by 
persons needing them to replace 
fuel oil heating equipment, 
quotas of Class C producers in 
the stove industry are tem- 


porarily removed under Supple- 
mentary Limitation Order L-23-d, 
issued Dec. 3. This action per- 
mits unrestricted use of iron and 
for the purpose by the 
Class C producers. 

At the same time, through an 
amendment (No. to L-23-c, 
provision is made for clearance 
of factory and foundry space for 
stove manufacture by a shifting 
of production schedules from 
cooking ranges to stoves. Seri- 
ousness of the fuel oil shortage, 
particularly in the eastern sea- 
board, north central and New 
England states, has made it im- 
p:rative that coal burner heat- 


steel 


5) 








ing appliances be made available 
for conversion quickly, in the 
judgment of the Plumbing and 
Heating Division of War Pro- 
duction Board. 

Until Jan. 31, 1943, any Class 
C producer engaged in manu- 
facture of domestic heating 
stoves using coal or wood may 
use iron or steel without regard 
to quota limitations established 
under L-23-c, as amended. For 
February and March, quotas are 
again applied. Allowable con- 
sumption of iron and steel for 
the two months’ period may 
equal that of the full quarterly 
quota as defined in the order. 

Class C manufacturers under 
L-25-c are those whose factory 
sales of domestic cooking appli- 
ances in the 1940-41 base period 
were than $2,000,000 and 
who are not located in a labor- 
shortage area. That order con- 
centrated the production of do- 


less 


inet hardware, may be of plastic, 
glass, wood or pottery. Unless 
exception is made under Sched- 
ule I, brass cannot be used in 
any items of builders’ hardware. 

Schedule I classifies 3,500 ap- 
proved items in 15 groups as fol- 
lows: 

Table 1, butts, hinges, and re- 
lated items. Table 2, checking 
floor hinges. Table 3, door hold- 
ing devices. Table 4, cabinet 
hardware, including cabinet 
hinges. Table 5, hydraulic door 
closers. 

Table 6, hangars, track and 
related items. Table 7, locks 
and door trim. Table 8, miscel- 
laneous sash, screen, and shelf 
hardware. Table 9, night latches 
and deadlocks. Table 10, spring 


hinges. 

Table 11, lavatory door hard- 
ware. Table 12, panic bolts. 
Table 13, sash balances. Table 


14, cabinet locks. Table 15, pad- 
locks. 

Copies of Schedule No. 1 to 
Limitation Order L-236 showing 
the types and materials allowed 
in the manufacture of builders’ 
hardware items can be obtained 
from the War Production Board, 
Washington, D. C. 





mestic heating and_ cooking 
stoves in the plants of smaller 
producers. This was done in or- 
der release the facilities of 
larger producers for the han- 
dling of war contracts. 

The purpose of Amendment 
No. 5 (L-23-c) is twofold. It 
will permit manufacturers to ful- 
fil Federal Public Housing Au- 
thority contracts for coal and 
wood cooking ranges and com- 
bination ranges during the cur- 
rent quarter. It goes further by 


authorizing producers to com- 
plete the manufacture of any 
permitted type of range for 


which all parts had heen com- 
pleted or were in process of 
manufacture on November 9, 
1942. 

Production of wood and coal 
burning cooking stoves was pro- 
hibited by Amendment No. 4 
(L-23-c), issued Nov. 9, in or- 
der that the raw materials thus 
released could be put into pro- 
duction of coal and wood heat- 
ing stoves. 
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Reduce Use 


in Mixed Fertilizers 


A grade-substitution program | 
expected to reduce the consump- | 
tion of chemical nitrogen in 
mixed fertilizers by approxi- 
mately 20 per cent has been in- 
stituted by the Director Gen: 
eral for Operations through 
issuance of General Preference 
Order M-231 as amended. 
Through this program a large 
amount of nitrogen, vital for war 
purposes, will be saved without 
impairing crop production in 
more than a negligible degree. 

Schedule B of the amended 
order lists the grades of fer- 
tilizer, by nitrogen content, used 
during the 1940-41 season in the 
respective states. Opposite these 
are the approved grades which 
are to be substituted in 1942- 
43. Fertilizer manufacturers are 
required to produce the ap- 
proved 1942-43 grades in the 
same proportion as the 1940-41 
grades. 

The amended order also placed 
manufacturers on the same 
basis as dealers and agents in 
respect to stocks on hand. That 
is, manufacturers may now de- 
liver stocks of fertilizer pack- 
aged in lots of less than 80 lbs. 
Previously they were required to 
reprocess these stocks into ap- 
proved grades and repack them 
in 100-pound bags. 

The order now also permits 
the sale, delivery and use of 
stocks of unapproved grades lo- 
cated in warehouses more than 
50 miles from the manufacturer’s 
nearest plant. This provision 
will make these stocks available 
for use on crops without the 
necessity of transporting them 
back to the mixing plants for re- 





School Children Who Work on Farms 


May Purchase Bicycles for Transportation 


OPA has made school chil- | 
dren who work on farms eligible 
for purchase of bicycles needed | 
for transportation between school | 
and home or farm. This addition | 
to the list of persons eligible for 
bicycles under rationing was 
made to help relieve manpower 
shortages in farm communities 
by providing quick transporta- 
tion for these part-time workers. 
The new classification is con- 
tained in Amendment No. 4 to 
Ration Order No. 7, effective 
Dec. 1. 

While it is expected the ma- 
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of Nitrogen CHAMPION 


SCREW DRIVERS 
DON’T TWIST 
LOOSE... 


A man may guide a 
CHAMPION driver to 
the slot but he'll never 
have to hold the blade 
in the handle. We've 
done that for him, for 
the life of the tool. 
And the life of any 
UNION tool is a 
long and happy one. 


processing into approved grades. 

Manufacturers of fertilizer in 
pressed tablet form and for use 
in hydroponics are permitted to 
use up the stocks of chemical 
nitrogen they had on hand on 
Sept. 12, 1942, the effective date 
of the original order. 

Use of chemical fertilizer con- 
taining chemical nitrogen on 
melon and cucumber crops is 
prohibited on the grounds that 
chemical nitrogen is needed for 
crops more essential to the war 
effort. Use of mixed chemical 
fertilizer containing chemical ni- 
trogen during the spring of 1943 
on small grain to be harvested 
for grains, also is banned. 

A small percentage of chem- 
ical nitrogen is now allowed for 
victory gardens. Formerly chem- 
ical nitrogen for such use vir- 
tually was excluded by the 
prohibition against deliveries of 
fertilizers containing chemical 
nitrogen in packages of less 
than 100 lbs. A special grade is 
now established for victory gar- 
dens. 

Several grades have been 
added to Schedule A to meet 
specific needs in certain states. 
In addition, lists of grades have 
been approved for Arizona, Cali- 
fornia, Idaho, Oregon, and 
Washington. } 

Officials in the Chemicals Di- 
vision of the War Production 
Board stressed the fact that the 
order had been issued after long 
































































consultation and discussion with 
agronomists of the Land Grant 
Colleges, the U. S. Department 
of Agriculture, farmers’ coopera- 
tives, and industry. 





jority of applicants under the | 
amendment will be farm chil- 
dren who help with the farm 
work before and after school 
hours, residence on a farm is not 


essential to eligibility. Children | 4 va ws 
and youths who live in urban + A zA x a oy za s 


communities but regularly per- 
form useful work on a farm are HAR DWARE COMPANY 
aw EWE FY 


also made eligible for bicycles. 
STABLISHEO (854% 














The farm work may be either 


5 PAT OF 


work for pay or voluntary ser- 


vices and it includes farm chores | T @) R R | N re; T fe’ N r Cc '@) N N ‘ 


= by members of the | NEW YORK OFFICE ISI CHAMBERS STREET 
amily. 
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PHILLIPS 


RECESSED 
HEAD 
SELF 

CENTERING 


~woobD 
SCREWS 


demand for these 
modern screws which we are licensed to 
manufacture. the 
the 
the 
The driver cannot slip from the 
All standard sizes. Send for Cata- 
log of Screws for Metal or Wood, also our 
varied line of Hardware. 


THE SOUTHINGTON 
 HDWE. MFG. COMPANY 


Supply the increasing 


The tapered recess in 
screw head fits the tapered point in 
driver and the screw clings firmly to 
driver. 
recess. 





1867 SOUTHINGTON, CONN. Bot. 




















THOROUGHLY TESTED 


FOR gg afety / 
WHE ANTI-RUST 


PERMANENT TYPE 
ANTI-FREEZE 


The most essential feature of any anti-freeze is 
safety. That’s why we want this thoroughly un- 
derstood. Lo-Zone anti-rust permanent type 
anti-freeze—the anti-freeze that holds to 90 de- 
prees below freezing, contains a new patented 
formula, that has been thoroughly tested and 
highly approved by prominent laboratories. 


VO-TOME CHEMICAL woRKS 
CHEMICALS # SOUTH: 


117-119 NINTH AVE. NORTH, NASHVILLE, TENNESSEE 














New Price Ceilings on 
Approved Stirrup Pumps 


Maximum prices for two man- 
ufacturers of stirrup pumps are 
established and _ the ceiling 
prices previously fixed for two 
others are revised in an action 
announced Dec. 10 by the Office 
of Price Administration. 

The action is contained in 
Amendment No. 3 to Maximum 
Price Regulation No. 234—Ap- 
proved Stirrup Pumps — which 
sets maximum prices for stirrup 
pumps approved by the Office of 
Civilian Defense and Defense 
Supplies Corporation. 

Dollars and cents ceilings es- 
tablished for sales at all levels 
of the pumps produced by the 
Dobbins Mfg. Co., St. Paul, 
Minn., and the James Graham 
Mfg. Co., Newark, Calif., are in 
line with prices earlier set on 
pumps produced by four other 
manufacturers. The two firms 
were recently awarded contracts 
by Defense Supplies Corp. 

As a result of difficulties en- 
countered by the manufacturers 
in obtaining ethyl cellulose hose, 
a severely restricted commodity, 
this amendment revises the ceil- 
ing prices for the pumps made 
by the Oakes Mfg. Co. of Tip- 
ton, Indiana, and the Tennessee 
Stove Works of Chattanooga, 
Tenn. Both firms had ordered 
the hose from a New York con- 
cern at a price of 56.2 cents per 
40 foot lengths but the supplier 





was unable to fulfill the con: 
tracts. 

Accordingly the Oakes company 
made a new contract with the 
supplier for plastic hose at 66.9 


cents per 10 foot length. This 


increased cost, necessitated a 
corresponding increase, OPA 
found, in the manufacturer’s 


price from $1.96, established in 
the original action, to $2.07, and 
similar slight increases in the 
wholesale and retail ceilings. 

The Tennessee Stove Works, 
however, contracted with a Pitts- 
burgh supplier for production of 
paper composition hose at 53.7 
cents per 10 foot length. This 
reduction is reflected in today’s 
action by a downward revision 
of ceiling prices for these 
pumps. 

In general, the regulation es- 
tablished two retail ceilings. 
For pumps sold directly by the 
manufacturer to the retailer, the 
retail ceiling is lower than the 
price for those sold through 
distributors. On sales direct to 
are al- 
cents per 


manufacturers 

add five 
pump to the price they are per- 
mitted to distributors. 
This allowance assures the man- 
ufacturer a sufficient margin to 


retailers, 
lowed to 


charge 
cover the additional expenses in- 


curred in dealing directly with 
retailers. 


To Establish Ceilings 


on 


A price regulation which will 
mean many dollars in savings to 
consumers and householders buy- 
ing ice boxes will be issued 
soon, the Office of Price Admin- 
istration announced Dec. 4. The 
action will establish specific dol- 
lars and cents prices for sales 


made by manufacturers and 
dealers. All sales of non-me- 
chanical domestic refrigerators 
will be covered and _ brought 


under price control. 

The measure will replace the 
General Maximum Price Reg- 
ulation’s control over the sale of 





Ice Box Prices 


ice boxes. Under the latter reg- 
ulation, sellers of ice boxes are 
being held to their highest 
March prices. The new measure 
will specify precise maximum 
prices for each model now on 
the market. In some instances, 
where the March price has been 
found to be excessive, a lowered 
price will be incorporated in the 
new regulation. 

OPA officials warned dealers 
against overstocking at this time. 
Dealers purchasing abnormal 
quantities of ice boxes at what 
may be found to be _ inflated 
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prices, when the new regulation 
appears, will find themselves 
squeezed against the new ceil- 
ings. 

Dealers seeking to pressure 
consumers into higher prices by 
using the “shortage scare” tech- 
nique are warned that such sales | 
will be checked and the dealer | 
prosecuted for a violation of the 
Emergency Price Control Act if 
the prices are found to be in ex- 
cess of those allowed under the 
General Maximum Price Reg- 
ulation. 





Amended Service Regulation 
Aid to Standardized Prices 


The services regulation has 
been amended by the Office of 
Price Administration to make 
the maximum price charged for 
any commodity when sold in con- 
nection with a service the same 
as the maximum price fixed by 
a specific regulation for the same 
commodity when sold by itself. 
OPA said the amendment will 
tend to standardize prices con- 
sumers must pay for services on 
repair parts. 

Thus a garage man who sells 
a farm tractor gasket is now al- 
lowed to charge no more for the 
gasket itself, when he installs it, 
than he would if he sold the 
gasket over the counter. Of 
course when he installs the gas- 
ket, he may still charge the trac- 
tor owner the same additional fee 
for the service itself that he 
charged in March 1942. 

Formerly, under the services 
regulation, the seller was allowed 
to make the same charge for any | 
service, which included a part, 
that he made during March 
1942, regardless of the maximum 
price set by any other regulation | 
for any replacement part or other 
commodity sold in 
with the service. 

Under the amendment (No. 12 
to Maximum Price Regulation 
No. 165, effective December 18) 
the service seller must adjust his 
prices downward when the ceil- 
ing prices of the commodities he 
sells in connection with the serv- 
ice are specifically established at 
lower than the March 1942 levels 
by other maximum price regu- 
lations governing them. 
versely he may increase his 
charges in cases where the maxi- | 


connection 





Con- 


mum prices of the commodities 
are fixed at higher than March | 
levels by the other regulations | 
governing them. 

In either case, the service | 
seller's charges for the actual | 
service itself remain at the high- | 
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Demand for ice boxes has ac- | 
celerated due to the curtailment | 
of all production of new me- | 
chanical refrigerators. About 300,- 
000 ice boxes will be made in| 
1943. The boxes will be 
war models reflecting drastic re- 
ductions in the use of steel, and 
all such models will be made 
according to specifications ap- | 
proved by the War Production 


new 


Board. The regulation’s control 
will be extended to the war 


model ice boxes when these are 
ready for marketing. 


est price he charged for the same | 
service in March, 1942. 

Following is an example of 
how the amendment works: 

Brown, a_ service man, in 
March 1942, replaced a gasket 
on an agricultural tractor, billing 
the purchaser separately $1 for 
the service and 50 cents for the 
part. Under the services regula- 
tion before the amendment was 
issued, Brown’s ceiling for that 
service was $1.50. 

But Maximum Price Regula- 
tion No. 133 (Farm Equipment) 
which governs the price for the 
gasket when it is sold independ- 
ently uses a different base from 
that used in the services regula- 
tion, and may fix Brown’s ceiling 
for the gasket at 40 cents. There- 
fore, under today’s amendment, 
Brown must reduce the price he 
charges for the gasket itself to 
40 cents, even when the gasket 
is part of a service. Accord- 
ingly Brown’s maximum price for 
installing the gasket, including 
the part, is now $1.40 instead of 
$1.50. 

On the other hand, if the farm 
equipment regulation fixed 
Brown’s ceiling for the gasket at 
60 cents, Brown could raise his 
price for the service, including 
the part, to $1.60. 

Even if Brown did not bill 
parts separately during March 
the amendment still applies. If 
he made a flat charge of $2 for 
service of installation and a cer- | 
tain part in March, and if his | 
price list showed the part at $1 | 
or it was generally sold at $1 in| 








March, then the fee for the serv- | 
ice of installation above can be | 
regarded as $1. Now, if an- 
other price regulation fixes his | 
ceiling for the part at 85 cents | 
when sold over the counter, he | 


must reduce his flat rate for part 


: - } 
and installation by 15 cents to | 


$1.85. | 


Power Centered | 
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| @ Improved dynamic design (patented) 
gives perfect balance plus unequalled 
efficiency for chopping, driving, pull- 
ing and ripping. Full force of each blow 
is focused at point of impact, as in sketch. 


Stock, display and profit with this 
universally sought and accepted tool. 


National advertising directs 10,000,000 
consumers to buy it in Hardware Stores. 
Produced only by the Makers of True 
Temper Products, Cleveland, Ohio. 
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TRUE TEMPER 


PRODUCTS 


FORKS » RAKES « HOES « AXES » HAMMERS + HATCHETS 
SHOVELS « FISHING RODS AND BAITS + GOLF SHAFTS 





WitT 


for longer service 


The WITT 
CORNICE Co. 


WINCHELL AVE. 
CINCINNATI, OHIO 


















Uncle Sam has been calling 
for more and more WITT Can 
production. Consequently civil- 
ian supplies have had to be 
curtailed. 

Witt Cans outlast from 3 to 
5 ordinary cans. Their useful- 
ness can be further extended 
by better-care in service. Help 
us help U. S. Give your WITT 
Cans the attention they de- 





Helpful Suggestions 
how to care for Wift Cans 
Paint Cans inside with asphal- 

tum paint. 

Paint name or symbol on cans 
and lids—prevents loss or theft 
of cans, and helps to identify 
them. ‘ 












Never sprinkle or wet ashes be- 
fore putting them in cans. 
Ashes contain sulphur and when 
wet, a mild sulphurie acid is 
formed. 



















five years. 


The wick that 
outperforming all other 
American homes during the past 





FLAMEMASTER 


Ksteslos, wick 


Outstanding item in the stocks of 
the country’s leading jobbers. 

e to ever-imcreasing military 
needs we cannot guarantee how 
long Flamemaster will be avail- 
able, but we will eontinue to fill 
your needs as fully ag conditions 
permit. 


Ask about special display deal! 


RTH WALES 
—_— 








proved 


Write tedey fer 
Particulers! 





Mfq. under U.S. Pat. Nos. 
2,184,899. 


2,197,866 
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‘RICHARD 


SPRING BOTTOM OILERS 


FOR 


35 
YEARS 











54-62 GRANT STREET 


For thirty-five years you have 
been buying and selling Richard | 
Oilers and they have been giv- 
ing you and your customers 
honest, satisfying service. 


Right now, we have our sleeves | 
rolled up doing a Victory Job | 
for Uncle Sam. When we get | 
that job done, we will be back | 
again making oilers for you and | 
your customers. 


WE MAKE 


Richard Oilers— 
Plastering Tools— 
Putty Knives and 
Scrapers—Wire 

C & H Hooks— 
Carded Items— 


Three-In-One 
Garden Tool. 


THE ATLAS-ANSONIA CO. 
NEW HAVEN, CONN. 





85,000 New Adult Bicycles 


Set as December Quota 


OPA has set the quota of new 


| adult bicycles for rationing in 
| December at 85,000. This com- 


pares with a November quota of 
87,000. The quotas do not in- 
clude state reserves for use in 
meeting any demand that may 
develop in excess of quota. Re- 


| serves for December total 25,500, 


compared with 26,000 for No- 
vember. 
Decemper New ADULT 


BicycLe Quotas 

State Quota Reserve 
Alabama 2,145 644 
Arizona 456 137 
Arkansas 839 252 
No. California 4,566 1,370 
So. California 6,085 1,825 
Colorado 830 249 
Connecticut 1,560 468 
Delaware 375 112 
Florida 1,952 586 
Georgia 3,395 1,018 
Idaho 298 89 
Illinois 3,665 1,100 
Indiana 2,190 657 
Iowa 903 = 271 
Kansas 1,039 312 
Kentucky 956 287 
Louisiana 1,326 398 
Maine 570 171 
Maryland 1,403 421 





Massachusetts 2,860 858 
Michigan 4,648 1,394 
Minnesota : 784 235 
Mississippi 1,286 386 
Missouri 1,805 542 
Montana 220 66 
Nebraska 626 188 
Nevada 150 45 
New Hampshire 350 105 
New Jersey 2,465 740 
New Mexico 288 86 
New York 6,425 1,928 
North Carolina 2,306 692 
North Dakota 136 41 
Ohio 3,607 1,082 
Oklahoma 1,243 373 
Oregon 824 247 
Pennsylvania 4,611 1,381 
Rhode Island 615 185 
South Carolina 1,687 506 
South Dakota 186 56 
Tennessee 1,768 530 
Texas 4,064 1,219 
Utah 580 174 
Vermont 144 43 
Virginia ; 2,576 773 
Washington 1,724 517 
West Virginia 491 147 
Wisconsin 1,506 452 
Wyoming 172 52 


Dist. of Columbia 300 90 








Total 85,000 25,500 


Salesmen’s Gas Ration 


Modified by OPA 


The Office of Price Adminis- 
tration recently announced a 
modification of its mileage ra- 
tioning regulations at the request 


| of Rubber Director William M. 


Jeffers, to grant additional gaso- 
line rations to traveling salesmen. 

While details are not fully 
worked out, the change in the 
mileage rationing regulations 
will give these salesmen up to 65 
per cent of their last year’s mile- 


| age, or a total of 8600 miles a 


year, whichever is less. Repre- 
sentatives of traveling salesmen’s 


| groups agreed that this mileage 
| is sufficient for essential sales- 


men’s travel. Salesmen, who will 
become eligible for more than 


| 470 occupational miles a month, 


LLL icaassss | Will be limited to those engaged 
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fulltime in the sale of necessary 
productive equipment for farms, 
factories, mines, oil wells, lum- 
ber camps and similar productive 
or extractive establishments, or 
of essential food, shelter, fuel, 
clothing and medical supplies. 
Driving in connection with the 
sale of non-essential commodities 
will not be increased. 

OPA War Price and Ration- 
ing Boards will be ready to re- 
ceive applications for rations to 
provide for these additional miles 
after Jan. 1. The “A” and “B” 
ration books now held, or avail- 
able, to these salesmen should 
provide them with ample mile- 
age for the month of December, 
OPA officials pointed out. 
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How’s the Hardware Business 


(Continued from page 37) 


Sept. 22, and thus remains approxi- 
mately 10 per cent above the mid-year’s 
low mark. 

* oe * 

Ethyl alcohol curbed—An ad- 
ditional million gallons of ethyl alcohol 
a year will be saved for military pro- 
duction through limiting its use in 
cosmetics, shoe polishes, candy glazes 
and deodorant syrays, to 50 per cent 
of that used during the 1940-41 period. 

WPB Preference Order M-30, recently 
amended, limits quarterly consumption 
of alcohol to 50 per cent of consumption 
in the similar quarter of the year ended 
June 30, 1941. 

For the current quarter, consumption 
may not exceed 70 per cent of that in 
the final 1940 quarter. 

* = * 

Window glass American 
Window Glass Co. have advised their 
trade as follows: 

“Due to the shortage of labor, which 
will no doubt become more acute, we 
have decided that beginning Dec. 7, 
1942, and for the duration at least, we 
will discontinue labeling our production 
of “B” quality glass. This will result in 
a substantial saving in labor at our 
factories, and a much greater saving to 
our customers in having the labels re- 
moved. 

“We feel that all unnecessary labor 
must indirectly retard the -war effort 
and that we should, under existing 
conditions, eliminate the expense _in- 
volved in removing labels. 

“We will continue, unless requested 
to the contrary, to label the higher 
qualities.” 

* « om 

Limited bristles use—Per- 
mission to use pigs’ and hogs’ bristles 
in the production of shaving brushes 
and tooth brushes until Feb. 28 has 
been granted by WPB—affecting only 
bristles that were in manufacturers’ in- 
ventories Sept. 7. 

This is designed to relieve hardship 
on manufacturers who have large in- 
ventories of partly fabricated materials 
on hand, which could not otherwise be 
used. The amended order grants per- 
mission to use only those bristles on 
hand Sept. 7 which are not longer than 
2% inches for shaving brushes, and not 
longer than 3% inches (before cutting) 
for tooth brushes. 

* . 7 

Plastic mounted brooms — 
Wholesalers report lively interest in 
house brooms, recently offered, strik- 
ingly colored in red, blue and green, 
with harmonizing plastic caps. 

Packed assorted as to colors, twelve 
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brooms to a deal, two different “deals” 
are offered, through the jobber, at ap- 
proximately $9.25 and $9.50 per deal. 
« ~ 2 

Reporting on steel—The Iron 
Age comments that the start of the 
second year of all-out war production 
finds the metals industries moving with 
more assurance than at any time since 
the war began. It figures the current 
steel-making rate is unchanged at 99! 
per cent of capacity. 

Referring to statistics showing un- 
precedented United States steel produc- 
tion in 1942 (ingot output probably 
86,000,000 net tons) the publication 
said “much of the confusion which 
existed a few months ago has been 
dispelled and the war machine seems 
better integrated and better directed. 
New capacity is being added steadily. 
The industry will start the new year 
comfortably supplied with iron ore and 
with the prospect of scrap stockpiles 
well above the 4,400,000 tons on hand 
last January.” 

Contrary to some reports, mill back- 
logs have not been reduced, as much 
as generally supposed. Backlogs on 
the first of December were about 15 to 
20 per cent less than at the start of 
October. These backlogs will be 
whittled down slowly between now and 
July 1, 1943, when the new controlled 
materials plan becomes effective. 

The steel mills in recent weeks have 
been taking advantage of lessened pres- 
sure from military sources for various 
types of steel, to repair furnaces and 
facilities which had been worked at a 
record pace. Although reports from 
some centers indicate that demand 
from the military for certain types of 
steel has fallen off within the last 
month, orders for other types, particu- 
larly for planes, ships and ordnance of 
the offensive variety, are being in- 


creased. 
* . ” 


Retail sales booming—Christ- 
mas buying began early this year. The 
dollar volume of retail trade made a 
better than seasonal showing in October, 
further increases were made for Novem- 
ber, and December is making further 
strides, despite the transition to a war 
economy at the expense of consumer 
goods. 

Sales of the nation’s department 
stores in he week ended Dec. 5 
averaged 9 per cent higher than in the 
comparable 1941 week, while volume 
for the four weeks ended the same date 
was 12 per cent higher according to 
Federal Reserve Board report. 

Mail order and variety chains gen- 





erally are doing well, although Sears. 
Roebuck & Co. sales for November 


were off 4.4 per cent from a year ago. 
Montgomery Ward's increase was 8 per 
cent for November, and a slight increase 
was held for 1942 to date. 

Woolworth’s record was 7.7 per cent 
up for November, and 14.1 per cent for 
the 11 months. Kresge’s were up 12.2 
per cent and 14.8 per cent, respectively, 
and W. T. Grant Co.’s gained 18.1 and 
22.9 per cent. 

* * * 

Co-operation to survive 
Paced by the automotive leaders, who 
are sharing all production “secrets” 
with their competitors to speed the war 
output of planes and tanks and jeeps, 
other top business men are learning to 
“pull together” in their mutual discus- 
sion and handling of today’s adjust- 
ments. 

They may do this first on advisory 
committees for the war effort—but they 
keep up the same co-operative attitude 
in their more personal and local prob- 
lems. 

Reducing inventories to spread sup- 
plies, pooling deliveries and services, 
staggering work hours, respecting each 
other’s working forces—these are only 
part of the new ways that companies 
are now learning and practicing co- 


operation. 
* . * 


What remains to sell—Whole- 
salers who have been intelligent and 
active in co-operating with WPB’s dis- 
tributors’ branch usually testify to the 
availability, still, of a rather steady 
supply of civilian necessities. These 
are rated (on PD-IX applications) to 
the wholesalers in rather small “doses,” 
particularly items using steel or other 
critical materials, but it is the evident 
desire at Washington that a limited but 
regular flow of enough merchandise be 
permittéd, to keep homes and farms 
and businesses functioning in essential 
way. Those receiving least are those 
lacking persistence, good faith and co- 
operation in using the methods WPB 
has provided. . 

% * ” 

New farm crops — Babson 
points out that the exigencies of war 
promise some interesting agricultural 
changes for this country. The shut- 
ting off of tung oil from China will 
help develop that industry here. Steps 
are being taken to re-introduce exten- 
sive growing of castor beans, now 
imported largely from Brazil. 

Strikingly, there are prospects for a 
sizable eventual domestic production 
of cork, in which Spain and Portugal 
are now the leaders. Cork growing in 
the United States, Babson comments, 
started as long ago as 1858, but only 
limited quantities have been turned out, 
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What Are We Fighting For? 


A general letter to 
his American friends 


L, was a hot August 


night — for England — and our 
planes were growling overhead. A 
continuous stream of them passed 
over on the way to the coast, to 
the sea, to the enemy. 

That night was the end of a 
week of hard work, of perplexing 
problems and the extra pressure 
caused by short staff. When the 
week-ends come I am thankful for 
the respite which enables me to 
relax and so prepare to tackle the 
coming week with energy. But on 
this particular Sunday morning 
I felt overtired and perhaps a bit 
discouraged in consequence. 

Listening to those planes on 
their job of destruction and salva- 
tion I could not sleep. My mind 
would not switch off from busi- 
ness irritants. “What a mess’ I 
mused, “what a problem to adjust 
life to restrictions, ration cards, 
requisition forms, travel difficul- 
ties. Why? What's it all for? 
What’s it all about?” So my mind, 
at three o'clock that morning, 
jumped from one thing to another, 
while sleep and logical thoughts 
were smothered with the uncon- 
trolled wandering of a tired mind. 

Later on I dropped off to sleep 
and when the aroma of coffee told 
me breakfast was ready I was feel- 
ing fighting fit, in spite of a poor 
night’s rest. Perhaps I felt so well 
because I had clarified my mind 
as to what we were fighting for 

1 had envisaged an objective. 
I knew what I wanted, and I be- 
lieve my ideals are common with 
most free thinking people. 

This is it: 

1—I want to be free to do the 
work I like and am suited for. 

2—I want ample opportunity to 
get the knowledge and training to 
do a better job and so live a fuller 
life. 


3—I want to be sure of work 
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By HAROLD WHITEHEAD 


Retail Marketing Consulant 
London, England 


Editors’ Note: Many readers 
will recognize the name “Har- 
old Whitehead” as the author 
of a series of retailing articles 
which appeared in Hardware 
Age some years ago when Mr. 
Whitehead was Professor of Re- 
tail Marketing at Boston Uni- 
versity, Boston, Mass. 


able, and free from 
when I can’t work any 


while I’m 
want 
more. 

4—I want enough of the fruits 
of life to be able to live a dig- 
nified, cheerful and wholesome 
life, and even more, that my dear 
ones will enjoy them equally with 
me. 

5—I want to be free to grumble, 
to praise, to criticize as a right. 
I want to say what I think about 
politicians, politics, and _ social 
conditions—and the boy who will 
leave the wrong morning paper 
on the doorstep. 

6—I want to go to the kind of 
church I like—or go to no church 
if I so wish. I want to worship 
God as it suits me with’ no inter- 
ference by anyone. 

7—I want to know that when I 
get home at night, it’s my home- 
and that no one can come across 
the threshold unless I want him to. 

8—I want to see a world in 


which competition between busi- 
nesses and between countries is 
based on honesty, quality and ser- 
vice and in which the raw mate- 
rials and food shall no longer be 
controlled for selfish reasons. 

9—I want to live in a world in 
which work will be the most dig- 
nified service, and in which the 
laborer is deemed as worthy as the 
lawyer; in which the shopkeeper 
will be accorded the same dignity 
as the surgeon—and that the high- 
est praise goes to him who best 
honors his job by giving it his 
best efforts, while mere money 
making, unless the result of work 
that benefits others, shall be a 
discreditable performance. 

10—I want to see profits from 
industry distributed fairly between 
workers, management and capital, 
and prices kept at a level to in- 
sure only modest profits being 
earned so that the well being of 
the public is fully considered. 

11—I want to be free to travel 
anywhere throughout the world 
without hindrance and I want 
every encouragement given others 
to visit folks in other countries, 
and to extend courtesy and friend- 
ship to folk from other countries 
who visit us. 

After I had clarified my mind 
on these principles, I realized how 
old fashioned I am—I have merely 
re-stated in less worthy form, the 
Golden Rule. 

And that is ample justification 
for fighting and dying and living. 





“Water, Water Everywhere...” 


CONVOY entered a_ Puerto 

Rican harbor, laden’ with 
doughboys and 2000 tons of sugar. 
Puerto Rican business men_ pro- 
tested in these words. 

“Over in the states, you are en- 
joying what has been described as a 
sugar shortage. Here in Puerto 
Rico, we have so much sugar we 


cannot find warehouses for it—and 
another crop is coming in. What’s 
the idea of dumping more on us?” 
The commanding officer—so goes 
the story—drew himself up. 
“Don’t you realize,” he barked. 
“that this is war?” 
—Herbert Corey in 
Nation’s Business. 
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War or No War! [| ae 


ROGERS CARRIES ON Aes | 


With Exclusive Hardware Jobber Policy 


REG. U. S. FAL. UFF 





Duri se strenuous we are doi ur utm 
pee bon ro ty td ratte ri bw : pas 5 A M S 0 N S P 0 T | 
as possible ... and we are abidin our exclusive polic 

of ne the eee bernie theres has wn 5 as h C or d 


selling to chain store groups, group buyers and mail order 
houses. In fact, be- 
cause of the excel- 
lent cooperation that 








An Apology and a Promise 


REG. U. S. PAT. OF? 


has developed asa If you have suffered any delay in ob- 
taining Rogers’ liquid fish glue, it is i i i 
result of our strict because Uncle Sam is the man ahead The sinst Gueakie wutettel fee Renging windows. | 
f _. . we know that 
hardware trade salad wotting i. lee thehin , _~_ We also manufacture braided cords 
policy, we are ex- assure you that we are doing our ut- of all kinds, sizes, colors and qualities, 
panding the program most in research and production to also polished cotton twines and spe- 
for your benefit, and fulfill all of your orders absolutely as cialties in this field. 
WE ARE NOT rapidly as possible. Please bear with . 
eee us in this respect . . . we expect that 
ADVANCING OUR you will receive your shipments SAMSON CORDAGE WORKS 
promptly. Boston, Massachusetts 








PRICES! 





Phone Your Jobber for Free Project Sheets 
USE ROGERS LIQUID FISH GLUE 
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When you buy War Stamps and 
War Bonds, you do two good things 
at the same time — you save for 
a rainy day, and you help 
to win the war. 
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GLOUCESTER, MASS. 








OLE TIMER SEZ: 


"How long will it take me to get to town?” 
"How fast are you going to walk?" 






w= i | 
Phe Yew "NICK & PULL” 
WITH PATENT STRING FEATURE 
» 


IN 2 2 COLORS 


WITH THE NEW SMOOTH 
BRILLIANT COLORED LEADS 





A home service tool 
with the speed and 
stamina to do a beat- 
ing job... and until 
shipments can be in- 
creased, a_backlog- 
builder for future 


sales. 

















ASK YOUR 
JOBBERS 
laisdell vencir co, 
Company —buruncton, vt. | PHILADELPHIA. Pa, US 
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Manufacturers 





“Dehydray” Window Material—Window dis- 
play material which emphasizes a new 
dehydration feature in a new paint is offered 
to dealers by the Devoe & Raynolds Co., 
Inc., 787 First Ave., New York City. The large 
center card shows how the new product can 
be used while the supplementary side pieces 
illustrate the advantages of “Dehydray.” 


NO HEATING 

WO MIXING 

NO WASTE 

WO CHILLED Joinrs 





splay— 
display 
one 


_ ties th 
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tof onal advertis- 
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fgvyith the nati 
ing of the co 


To Help You Sell More Goods 


Offer These Display Helps 





New Oil Displays—To help dealers merchan- 
dise their motor oils, now packed in sealed 
glass jars, Apex Oil Products Co., 100 17th 
Avenue, No., Minneapolis, Minn., is offering 
dealers attractive window display material 
as well as a floor display rack. This rack 
shows both quart and gallon size jars. The 
window display is designed for use with a 
case of quart size jars, a handy package 
which the farmer and motorist will find very 
convenient. Dealers should write the com- 
pany for this material. 





Displays Model Railroad Equipment—This display stand has 
been designed for featuring Megow’s new line of model 
railroad equipment. It is circular in shape and articles 
shown on it are visible from all directions. It fs 18 in. high 
and largest diameter is 20 in. Colors are red, white and 
blue. Is built of % in. cardboard. Packed knocked down 
and may be set up without cement or nails. Offered free 
with initial orders for merchandise amounting to $25.00 or 
more by Megow, Howard and Oxford Sts., Philadelphia, Pa. 
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The Colonial Hardware Co. 
finds these non-priority 
lines boost sales in the 


Connecticut defense area 


C ARRYING pottery 


and dinnerware, etc., in a wide 
enough variety to appeal to con- 
servative as well as very modern 
tastes helps the Colonial Hardware 
Co., West Hartford, Conn., enjoy 
a profitable business on these 
wares. Hartford is in a defense 
area and payrolls are on the in- 
crease, giving many residents of 
the district greater sums of money 
to spend than ever before. Brides, 
party hostesses and housewives 
seeking a few extra items for 
beautifying their homes are all 
attracted by this section. 
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Variety and Displays Help Push 
Pottery and Dinnerware 


Dinnerware sets in a 
number of popular 
patterns are shown 
on this wall unit 
ledge. Pottery items 
for cooking, in dif- 
ferent sizes, may be 
seen above them. 


Odd pieces are segregated from 
complete dinnerware sets and the 
more colorful items are sepa- 
rated from those items appealing 
chiefly to more conservative 












housewives. With pottery items 
from 25 cents up there is sufficient 
variety to appeal to practically all 
types of buyers. Then there are 
dinnerware sets of 32 pieces of- 
fered at $5.50 and up together 
with 35-piece sets selling from 
$5.98. 


Right Prices Help 


As in other active and attractive 
housewares sections in hardware 
stores throughout the country, va- 
riety, the right prices and interest- 
ing displays sell the idea that 
hardware stores are good places in 
which to seek useful as well as 
colorful housewares. 


This step-up display on the 
aisle shows both utility and 
decorative wares in a range 
of finishes and qualities. 












The Capewell Manufacturing Co. 
Hartford, Conn., U.S.A. 


CAPEWELL 


. WACK Saas = 
2 ae tas, 
a Cw 


A popular buy-word 


National 


HARDWARE 














HE score of years that these fine 

products of builders’ hardware 
have been offered to the trade have 
been marked by dependability in 
service always. 


It is little wonder that the endorse- 
ments of the many users of National 
Hardware have created the popular 
demand that exists today. Discrim- 
inating builders ask for these prod- 
ucts by their trade 
name and insist 
on the genuine. 


If you do not car- 
ry this hardware, 
you should write today 
for full particulars. 






National Manufacturing 
Company 
STERLING « - - ILLINOIS 


— 
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By L. W. MOFFETT 


Washington Representative 
of Hardware Age 


x *« * 


EFFECTIVE DEC. 3, an OPA 
amendment to Maximum Price Regu- 
lation No. 165 required proporietors of 
all businesses which come under the 
Services Regulation to preserve current 
records after that date of the same kind 
as they customarily keep. The amend- 
ment, it was said, will provide OPA 
with records without increasing the 
bookkeeping burdens of the sellers. 
Sellers of services, which are already 
under the General Maximum Price 
Regulation are obligated to preserve 
their current records by the regulation. 

Under terms of the amendment, sell- 
ers of services which at some future 
time are brought under the, regulation 
will be required to preserve their rec- 
ords after the effective date of the 
amendment bringing them under the 
regulation. 


ss  @ 


USE OF STAINLESS STEEL in 
several products needed by the armed 
forces is permitted by Order M-126, as 
amended by the WPB Director General 
for Operations. 

Prior to this action, use of stainless 
steel had been prohibited for these 
products after Jan. 5, 1943. The amend- 
ed order, transferring the items in ques- 
tion to a military exemption list, gives 
steel mills and fabricators advance no- 
tice of the change and prevents any 
possible tie-up of important military 
products. 

The items placed on the exemption 
list are: ammunition boxes and chutes; 
boiler casings; cable terminals, fittings 
and turnbuckles; chains and cables; 
control levers; hot water heaters, tanks 
and coils; military identification tags 





and badges; radio antennas; powder 
boxes; stock pots; and canteens. 

The order also exempts Army, Navy, 
Maritime orders for stainless steel which 
have been approved by the Director 
General on Form PD-391 for melting 
and delivery during the fourth quarter. 

WPB, Army, Navy and Maritime of- 
ficials are studying further contem- 
plated revisions of the order to take 
care of other situations where use of 
steel in equipment needed by the armed 
forces has been prohibited by the 
order. It is expected that some addi- 
tional items will be placed on the mili- 
tary exemption list later. 


x * & 


BECAUSE it did not become ef- 
fective until Dec. 1, notice is only 
beginning to be given to the 3 per 
cent freight tax. This levy was pro- 
vided in the Revenue Act of 1942. Ex- 
cept for coal, on which the tax is 4 
cents a ton, the 3 per cent assessment 
is a general transportation tax, includ- 
ing all kinds of freight traffic. It is 
applicable to the amount paid for 
transportation and is reflected back to 
retailers. 

7 Rr 


THE OUTPOURING OF QUES- 
TIONNAIRES from _ Government 
bureaus to business has reached such a 
tremendous volume that President Eric 
A. Johnston of the Chamber of Com- 
merce recently said it neared the pro- 
portions of a racket. Along with other 
representatives of industry, including 
retail interests, he has appeared before 
the Joint Committee on Reduction of 
Non-essential Expenditures, headed by 
Senator Byrd, Democrat of Virginia, 
which plainly is in a mood to slash 
appropriations of Government Bureaus 
next year in order to force curtailment 
of their activities:which it is charged 
are hindering the war effort by taking 
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up enormous time and labor of them- 
selves as well as industry as the result 
of the questionnaire orgy. 

Questionnaires and reports demanded 
by the Government, Mr. Johnston told 
the Committee, constitute a 
threat to the efficiency of the war effort, 
and when business men open their 
morning mail, they say “Praise the Lord 
and Pass the Inquisition.” 

The subject of questionnaires, said 
Mr. Johnston, “has gone far, far, far 
beyond the rule of reason and neces- 
sity.” 

George Roscoe of the National Asso- 
ciation of Manufacturers said that of 
89 companies surveyed by the associa- 
tion, 84 were obliged to complete 3479 
Government reports during the second 
quarter of 1942, an average of 164 ques- 
tionnaires a year for each company. 
The leather industry receives an aver- 
age of 176 questionnaires compared with 
156 for the iron and steel industry. 


serious 
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TO SAVE an additional 1,000,000 
gal. of ethyl alcohol a year for military 
production, use of alcohol in shoe 
polishes and other products will be 
limited to 50 per cent of the amount 
used in a base period by General Pref- 
erence Order M-30 issued Dec. 3 by 
WPB. 

x *k * 


A MOVE TO RELIEVE THE 
BOTTLENECK developing in the 
supply of universal portable electric 
tools has been made by the WPB Direc- 
tor General for Operations, by the 
issuance of Order L-216 ahd Schedule 
I. The order is in the form of an 
enabling act, empowering the Director 
to issue schedules for standardization 
and simplification of all kinds of port- 
able tools, including chucking equip- 
ment, saws, vises and machine tool ac- 
cessories. It also authorizes the issu- 
ance from time to time of schedules 
prescribing the preference ratings for 
sales or deliveries of such tools. 

Schedule I and its appendix, estab- 
lish standardization and simplification 
practices with respect to universal port- 
able electric tools. It lists the tools 
that are affected by the order, the sizes 
and the models in these sizes, which 
may be manufactured and limits the 
length of the cable or electric cord to 
be used to carry power to such tools. 
Restrictions contained in Schedule I 
become effective Jan. 1. 

Officials of WPB’s Tools 
state that the demand for universal port- 
able electric tools exceeds the industry’s 
production capacity by more than 15 
per cent. The new order, they say, will 


Division 


increase capacity by 10 per cent. The 
increase will result from lower set-up. 
handling, bench and erecting time, and 
from the longer straight production 
gained in turning out fewer sizes, with 
less changing of materials used in manu- 
facturing them. They estimate that the 
order will conserve each year, 24.8 
tons of copper and 25.7 tons of crude 
rubber. 
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THE WPB DIRECTOR GEN- 
ERAL FOR OPERATION has ruled 
that the Defense Plant Corp. is the only 
RFC subsidiary to which domestic me- 
chanical refrigerators frozen in manu- 
facturers’ stocks can be sold without 
specific authorization. The original 
order had permitted sales of the frozen 
stocks to other RFC subsidiaries, re- 
sulting in some sales to the DPC. This 
action was effected by a revision of 
paragraph (b) (6) of Order L-5-c, 
whose original intent was to restrict 
sales to the DPC only. 


#2 
IN A PROVISION applicable to 


the continental United States as well 
as territories and 
amendment direct the wholesale price 
ceiling for War Model bicycles applies 
to sales made to commercial and indus- 
trial users by sellers who do not cus- 
tomarily sell at retail. Hitherto no ex- 
press provision had been made for these 
sales. These provisions are contained 
in Amendment No. 2 to Maximum Price 
Regulation No. 158 the effective date 
of the amendment in continental United 
States was Dec. 14 and in the terri- 
tories and possessions it is Dec. 24. 
xk 
MEANWHILE, steps to provide 
for the needs of the Post Office Depart- 
ment and other federal government 
agencies which lease bicycles for use by 


possessions, the 





OPA. 
This was done by amending Ration 
Order No. 7 to permit dealers and 
others to acquire bicycles for lease to 
the government agencies as well as for 
sale. Previously acqu’sition could be 


employees has been taken by 


for sale only and as a consequence 
dealers did not have stocks available for 
rental. 

The same amendment permits the ex- 
change of one new adult bicycle for 
another, so that tradesmen may replace 
bicycles delivered to consumers in an 
unsatisfactory condition. It also per- 
mits exchanges of bicycles among deal- 
ers. In order to lease a_ bicycle, a 
federal agency must get a _ rationing 
certificate from the Washington office 
and present it to the lessor. However, 
the part of the certificate whlch _per- 
mits a dealer to get a replenishment 
when he sells a bicycle will be can- 
celled before a certificate authorizing 
lease is issued. 


Hobby Show 


The Piqua Business Association 
at Piqua, Ohio, sponsors a Hobby 
Show and Mardi Gras in a five-day 
program, during the fall season. 
This event has proved very popu- 
lar and attracts people from a 
radius of 50 miles or more. 





Berea Scythe Stones are 
packed in sturdy, attractive 
boxes—suitable for counter 
or window display. They 
sell themselves! 





BEREA ABRASIVES 


Division of The Cleveland Quarries Co. 











¢ Don’t get caught “short’’ on 
these fast-moving items. Order 
your Berea Scythe Stones now 
for spring delivery. Priced to 
retail at 10c, 15c, 20c and 2*c. 
Natural or manufactured abra- 
sives, in grades and shapes for 







SCYTHE STONEs 


Fi 
OR FARM AND HOME 





You Can Sell a Lot of These! 


sharpening every kind of keen- 
edged tool on the farm or in the 
home. Most customers will buy 
more than one if you display 


a good assortment. 


“For Your 


Profit’s Sake’’ F 


PBR, 
SANS 









CLEVELAND 
Cleveland, fe) tts 





And Still Available for Hardware Distribution 


Luminous House 
Numbers 


“Nock-On-Wood” house and business 
numerals are said to glow in the dark. 
Made of wood with special luminescent 





processing. Are also said to be water- 
proofed. Each numeral slides into hold- 
ing bar which can be painted to match 
surroundings. Maker states that renewed 
glow is quickly activated by artificial 
or sun light and will last several hours 
in darkness. Assortment of 60 numerals, 
12 luminescent panels and eight holding 
bars packed in colored display carton. 
Nock-On-Wood, Ltd., Bloomfield, Towa. 


“Wheelabrator” 
Operator’s Manual 


An illustrated manual on the care 
and operation of “Wheelabrator” airless 
abrasive blast cleaning equipment was 
published recently by the American 
Foundry Equipment Co., 555 S. Byrkit 
St., Mishawaka, Ind. Those responsible 
for these machines will find ideas in 
this book which will help to increase 
metal cleaning production and decrease 
operating costs. The instructions and 
suggestions contained in the manual, all 
based upon practical operating experi- 
ence, will enable the operator to keep 
his blast cleaning equipment in the best 
possible mechanical condition and to 
obtain maximum performance. Subjects 
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covered in the booklet include: Care of 
the “Wheelabrator” unit, general mainte- 
nance hints, electrical instructions, ven- 
tilation requirements, proper use of 
abrasives, operation of “Wheelabrator” 
tumblasts and miscellaneous suggestions. 
Copies may be obtained directly from 
the company. 


Line of Electric 
Fence Controllers 


“Electro-Line”—power-sealed control- 
lers. No. 4302 (illustrated) operates 
from a 6-volt Hot-Shot battery, which 
is enclosed in a steel case. Designed 
for outdoor service where required. Low 
power consumption from the battery and 
high shock output, according to the 
manufacturer. Charger mechanism 
housed in a transparent protective cell 
of hydraulically formed, weather sealed 
thermo-plastic. No lubrication is neces- 
sary for life-time service. Cabinet is 
made of heavy steel hydraulically 
formed and finished in baked enamel. 
Handle provides easy hanging and car- 





rying facilities. There are also other 
models in this line of fence controllers. 
Electro-Line Fence Co., 120 N. Broad- 
way, Milwaukee, Wis. 


Ironing Board Pads 
and Covers 


“Tex-Knit”—a line of ironing board 
pads and covers. Waffle-knit (a Tex- 
Knit feature) is said to give these pads 





and covers great resiliency, fast heat 
and moisture absorbency which permits 
quick and easy ironing. Pads are 
tailored to fit standard ironing boards. 
Board covers are easily put on, with 
draw string throughout. Available in 
four styles. Textile Mills Corp., 822 
S. Tripp Ave., Chicago, Ill. 


Glass Cutting 
Booklet 


The Fletcher, Terry Co., Forestville, 
Conn., has published a booklet entitled, 
“This and That About Glass Cutting.” 
This handbook of glass cutting tools is 
edited to help give users a more thor- 
ough understanding of their many types 
and uses. Copies can be obtained by 
writing to the company. 
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NO-BLIN 


24 Lloyd "NO-BLINK" Starters 
For 30 and 40-watt Lamps 


This business of fluorescent lighting is 
going ahead fast. Be prepared to make and 
hold fluorescent customers with Lloyd “NO- 
BLINK” Starters. They’re better in every 
way. They absolutely stop “flicker” and 
“blink” ... prevent breakdown of ballasts, 
condensers, tubes and starters themselves. 


They Start Quicker—Work Better—Las¢ Longer 
Patent Nos. 2,200.443 and 2,228,210 














Stock up with LLOYD Wiring Devices NOW! 


LLOYD PRODUCTS CO. 


DEP'T. 12-HA PROVIDENCE, R. |. 


Representatives, Branch Offices, Warehouse Stocks in 23 Leading Cities 


LLOYD Sales Builder 


STARTER 
DISPLAY 


D-FS-4 NA 




































No. 100—STANDARD POINT 


Double thread screw point, our hand brace standard for many years. 


Especially favored by cabinet makers for its accuracy and boring ease 


in all woods. 


3935) eS 


No. 101—QUICK BORING POINT 


Coarse, single thread screw fF This bit is very effective in gummy 
wood, as the thread will not clog 

Sizes in léths 3 4 s 6 7 8 ‘ 

List per doz...$12.00 $10.00 $10.00 $10.00 $10.00 $10.00 $12.00 
Sizes in léths 10 i 12 13 14 15 16 
List per doz...$12.00 $14.00 $14.00 $16.50 $16.50 $19.00 $19.00 


(For list prices of sizes 17/16 to 32/16 inclusive, see page 5 of our catalog 
No. 
Packed in dozens up to 12/16 and in '/, doz. in the larger sizes. Carried 


in stock: No. 100, 3/16 to 16/16 inclusive by 32ds and 16/16 to 32/16 inclu 
sive by léths. No. 101, 3/16 to 32/16 inclusive by léths. 


BITS IN HANDY GRADED SETS 


IN WOODEN BOXES 





List 

$17.00 

12.95 

11.80 

1.00 

S 9.50 

IN CANVAS ROLLS 
32'/2 quarters $16.00 
22'/2 quarters 12.00 
20!/ quarters 11.00 
18 juarters 10.00 
17\/ a 9.20 








AUGER BITS 


ELECTRICIANS’ AND PLUMBERS’ BITS 


0999990 


These special bits, with single spur and coarse screw, bore with surprising 
ese spec * B ’ 
speed, with or against grain, in gummy or in seasoned wood s00d chip 

clearance. Long edge life 





L-101E—Length over all, 10// 


Diameters in léths: 10, II, 12 
J-101E—Length over all!, 9/2". 
Diameters 3 léths: 10, 11, 12, 13, 14, 15, 16, 18, 20, 22, 24, 28 


J-101S—Length over all, 6/2". 
Diameter in léths: 12, 13, 14, 15 


SOLID HEAD EXPANSIVE BITS 






No. 7i—Precision cutter opera 

Not held on the face by plates or clamps and ca 
at extreme adjustment. Accurate screw adjustment 
List price with two cutters affordinc 7 


$54.00 per dozen. 


EXTENSION LIP LONG DOWEL BITS 


Carried in stock sizes 3/16 to 12/16 by 32ds. List prices same as Nos 
100 ond I01, above. 


CONVEYORS MADE TO ORDER—Prices on Application 
THE RUSSELL JENNINGS MFG. CO. 
CHESTER, CONN., U. S. A. 
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service of 


YOUR JOBBER 


and his salesman 
is of vital impor- 
tance to your busi- 
ness. His contacts with 
many dealers can bring 
you valuable knowledge 
and information. Consult 
with him on your wartime 
hardware problems. Check 
with him regarding the many 
Amerock Cabinet Hardware pat- 
terns that are currently available. 














AMERICAN CABINET HARDWARE CORP. 


ROCKFORD *® ILLINOIS 






GENUINE 


-Ameroc 


PRODUCTS 


ADJUSTABLE 


t— = — } 


&- 
wv FOR Te 


Bath Tub Shower Curtains 
Clothes Closet Hangers 





Doorway Draperies 


* 
IMMEDIATE DELIVERY 
No Priority Required 


Wall to wall type. Made of two tele- 
scoping butted wrought steel tubes. Outer 
tube is |” diameter, inner tube 59/64’ 
Nickel plated finish. Wall plates are 
securely fastened to ends of the tubes 
and have two screw holes. Packed one 
in a box with screws 

Sizes in closed lengths of 18”, 30”, 48”, 
and 72”, extending to 30”, 48”, 72”, and 
126” respectively. Large size furnished 
with center support. 

Meets Federal Specification FF-H-I/| 
Type Al0I0 and AIOI0A 


Order Today 


THE @ [yolby_ 
CG SPRING HINGE CO 
SHELBY, OHIO 
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WHATS NEW 





“Slide-Easy” Dry 
Lubricant 


Not a grease, will not collect dust 
and is moisture-proof, according to the 
manufacturer. Can be used for sticky 





doors, windows, furniture doors and 
drawers, noisy gears and chains, ete. 
Manufacturer states that it can also 
be used for water-proofing shoes, gun 
stocks, tool handles and = golf sticks. 
Each bar put up in an individual box. 
Packed one dozen in a display box or 
one-half dozen on a display card. L. A. 
Priess, Inventor & Mfr., 1972 Sher‘dan 
Ave., S.. Minneapolis, Minn. 


Plastic Flush Ball 


“4 Star” —plastie flush ball and toilet 
seat bumpers. Flush ball is said to be 
made of tough, non-water absorbent 
plastic. Maker states that it is sufh- 
ciently pliable to give a permanent 
water seal and is long lasting. Avail- 
able in one universal size. Does not 
contain any rubber or metal. Packaged 
in display cartons. Toilet seat bumpers 
are made of pliable pla-tic and molded 
with tacks in head ready for installa- 
tion. Available in five standard sizes. 
According to the manufacturer, these 
bumpers will retain their original white 
color. Packaged in convenient cartons. 
Kampa Mig. Co.. 12132 W. Capitol 
Drive, Milwaukee, Wis. 


Hack Saw Frame 


All loose blade studs and threaded 
devices have been completely eliminated 
in this new type of hack saw frame, 
according to the manufacturer. Blades 
are released or set up by a simple cam- 
action lever-lock in a very short time. 
Made of heat-treated spring steel, it is 
rigid and is said to permit extremely 
high blade tension, which results in 
straighter cuts and fewer broken blades. 
It is also claimed that the gun metal 
finish affords high resistance to rust, 
perspiration and other forms of corro- 
sion. Frame is available w'th either 


pistol grip or straight handle, which 
are of patented design and molded of 
heat-resistant Tenite, a non-conductor 
of electricity. Blade can be re-positioned 
to face in any of four directions, de- 
pending upon which of two sets of fixed 
pins it is laid over. To adjust length 
for either 8-, 10- or 12-in. blades, oper- 
ator merely pulls out pivot pin to open 
position, slides frame forearm in or out 
to desired length and snaps pivot pin 
back into place. Maker states that the 
frame will not jackknife with blade re- 
moved and that there are no loose parts 
to fall off. Packaged in a_ metal-rein- 





Dia 


forced cardboard box, complete with 
one Victor Unbreakable Special Flex- 
ible Blade. Victor Saw Works, Middle- 
town, N. Y. 


Plastic Salad Set 


“Queen”—six-p'ece salad and hors 
d’oeuvre set made of transparent and 
crystal clear plastic. Set contains salad 
spoon, knife, pik-it, spreader, salad 
fork and mayonnaise spoon. Maker 
states that these utensils are unbreak- 
able, non-absorbent, stainless and odor- 
less. Three dozen sets packed to a 
shipping container. Weight, 82 lb. per 
gross. Renwal Mfg. Co., Inc., 17 E. 
22nd St., New York City. 
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“Bookshelf of Games” 


There are 18 individual pocket-size 
adult games in this “Bookshelf,” in- 


cluding chess, checkers, dominoes, 
z backgammon, bingo, gin rummy and 


a dozen others that one, two or many 





can play at the same time. Each game 
looks like a book and is bound in simu 
lated Maker 
that they are decorative a- well as 
durable. E. S. Lowe Co., 27 W. 20th 
St., New York City. 


morocco leather. states 


Basement Window 
Greenhouse 

“Gem”—a small lean-to greenhouse 
that permits gardening all year round. 
Comes in semi-as:embled sect‘ons that 
can be easily bolted together in half a 


Painted, with hardware 
attached and glass fitted. Manufactured 


day or less. 


Base material is a special plaster com- 
pound, which is said to give a very 
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of cypress that is said to last a lifetime. 
No special heating system is needed, 
the waste heat that comes through the 
basement window is sufficient. On very 
kerosene stove or 
electric heater can be used. Flowers 
can be raised in the winter and tended 
through the doors on either end or 
through the basement window. Said to 
be streamlined and strong, with curved 
glass corners. Ickes-Braun Greenhouse 
Ufg. Co., 2320-40 Wabansia Ave., Chi- 
cago, Ill. 


cold days a small 


Victory Tire Patch 
Assortment 


adhesive _ tire 


An assortment of 
patches in three sizes. Each assortment 
comes complete with counter merchan- 
packed in 


diser, individual shipping 














cartons. Shipping weight, 10 Ib. 8 oz. 
Vansfield Tire & Rubber Co., Mans- 
field, Ohio. 


Fastening Devices 
Catalog 


The National Screw & Mfg. Co., 
2444 E. 75th St., Cleveland, Ohio, has 
published its 1942 catalog of headed 
and threaded products. It covers a com 
prehensive line of fastenings including 
bolts, nuts, rivets, screws and kindred 
A copy may be obtained by 
writing the company on your letter- 


articles, 


head. 


Hand Decorated Wall Plaques 


hard and strong surface. Each piece is 
hand decorated. Backs of the plaques 
are smooth and the edges are 
trimmed. A wire hanger is 
securely molded into the back 
of every plaque and, accord- 
ing to the manufacturer, will 
not pull out. Can be cleaned 
by using a damp cloth and 
clear cold water only. Large 
assortment of subjects and 
sizes. George Koch Sons, Inc., 
2112-24 


Evansville. Ind. 


Pennsylvania St., 








New Plastic glue proves popular 
with carpenters, cabinet makers, 
mechanics, home craftsmen. 


Record re-orders from hardware stores 
throughout the country prove Weldwood 
Glue an A No. 1 seller. Its approval for use 
im aircraii by the U. S. Army, U. S. Navy 
and Civil Aeronautics Authority when 
properly applied proves it a superior glue. 

Five convenient sizes—10c, 25c and 50c¢ 
cans. Attractively packaged in display car- 
tons for counter sales and 1 Ib. (85c) and 
5 Ib. cans. 

Write for complete information or order 
Weldwood Glue and Counter Displays 
through your jobber. ACT NOW —supply 
limited by Uncle Sam’s War Needs 


Weldwood Glue has everything: 
1. Tremendous Strength 
2. Waterproof, Bacteria- 


and Rot-Proof. WE 
Lowa 


3. Quick and Easy to use. . a 
No heating. Nowaiting ( we vestic Resin 


4. Economical. 
5. Applied Cold, quick- 
setting. 


6. Stain-Free. 


JATERPROOF GLUE 


Se 





“Makes the glue line the SAFETY line” 


WELDWAUD 


UNITED STATES PLYWOOD CORPORATION 
World's Largest Producer of Plywood 
Weldwood Glue Dept., 103 Park Ave., N.Y.,N. Y 
Please send literature, prices, discounts, samples 
and information on WELDWooD Glue dealer plan 





Name 
Address winds 


Our Jobber is 
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Glass Fire Place 
Basket Grate 


Made of “Temprex” heat resisting 
glass and has a grayish-black appear- 
ance of cast iron. Grate is open on all 
sides and the bottom with a “waffle 
mesh” design and measures approxi- 
mately 20 by 14 by 6 in. in size. Man 
ufacturer states that it will withstand 
any heat or violent change of tempera- 
ture and will not be affected by a dash 
of cold the fire is 


going. Said to last practically 


water even when 
indefi- 
nitely with such fuels as soft and hard 


Theodore Aver- 
New York 


coal, coke and wood. 
bach, Inc., 8 W. 36th 
City. 


hes 


WARTIME KITS 





HO-Gauge Railroaders can now make their 
layouts clever, original and up-to-date by add- 
ing bomb shelters, barracks, fire houses, han- 
gars and other Megow kits characteristic of 
the world today 
and other non-essentials of war 
attractively colored and printed, realistic and 


low 


in price. 
Watchman's Tower 30c 
New Freight House 30c 
New Small Combination Station 30c 
Combination Station and Platform 30c 
Water Tank and Pump House 30c 
Signal Bridge 30c 
Plate Girder Bridge 30c 
Cape Cod Cottage 30c 
Barn 30c 
. Green House and Pens 30c 
Corn Crib, Windmill, etc 30c 
. Suburban Cottage 30c 
. Freight Station 30c 
. Combination Station 60c 
. Interlocking Tower 30c 
. Suburban Cottage 30c 
. Air Raid Headquarters 30c 
Fire House $1.15 
. Barracks 30c 


for Model Railroads 





Made of special cardboard 
Easy to build, 


Hangar, Bomb Shelter and Guard 
4 


House Sc 
RUSH YOUR ORDER OFF TODAY! 





HOWARD & OXFORD STREETS 
PHILADELPHIA, PA. 
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Plastic-Trim Linen 
and Kitchen Cabinets 


“Stor-Aid” cabinets are made of 
three-ply fiber board, covered with a 


specially processed washable white. 





white 


Frames are strong lacquered 
heavy wood. Manufacturer claims that 
the shelves will not buckle under the 
weight of household goods. Cabinets 
have white plastic knobs, turn latches 
and corner reinforcements. Flower motif 
on every door. Shipped unassembled 
and can be set up easily in a short 
time. Available in three types: double- 
door linen cabinet and double-door 
kitchen cabinet (illustrated) 
60 by 28 by 14 in., 
(or hat and shoe closet) 
by 18 by 14 in. Stor-Aid, 
Fifth Ave., New York City. 


measure 
single door linen 
measures 60 
Inc.. 347 


“Fiendoil” in New 
Size Bottle ' 


This gun oil is now being packaged 
in a new 2-0z. bottle which can be 
slipped snugly into gun case or tackle 
box. Its wide mouth is said to admit 
swab or rag easily and the bottle is 


spa 
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NO RAM ROODOING 
NO MANUAL CLEANING 


wrapped in the cloth used for cleaning. 
Display carton, designed in red, white 





and blue, requires little counter space 
and contains 12 bottles. Dealer cost of 
this 12-bottle “Fiendoil” carton com- 
plete is $2.80. McCambridge & Mc- 
Cambridge, Baltimore, Md. 


“V-Lac” Wood Finish 


Manufacturer states that it is a syn- 
thetic product that can be used in place 
of white shellac and is waterproof, 
durable and will not turn white. Said 
to give a transparent, high gloss finish 
that brings out the natural beauty of 
the wood. According to the maker, it 
dries quickly, can be walked upon 
within two hours or sooner after it is 
applied, has no offensive odor and can 
be thinned with benzine, mineral spirits 
or turpentine. It is claimed that floors 
on which this product has been applied 
can be sanded without gumming. Can 





with a_ brush, 


be applied cloth or 
sprayed on and will not deteriorate 
while remaining in a sealed can for an 
indefinite time. Twentieth Century 
Paint & Varnish Co., 30 Roebling St., 
Brooklyn, N. Y. 


Paint Odor Neutralizer 


“Ridsmel”—a liquid which is said 
to be an effective paint odor neutralizer. 
According to the manufacturer, a few 
drops to a teaspoonful (rarely more) 
to each gallon eliminates, neutralizes 
the odors of oil paint, enamel, varnish, 
etc. Easy to use. It is mixed, drop by 
drop, into each gallon as the paint, 
varnish or enamel is stirred in prepa- 
ration for brush application. The 
amount needed depends on the brand 
of paint, strength of odor. Maker states 
that it does not affect color, drying, ap- 
plication or quality in any way. The 
product itself is almost odorless, tend- 
ing slightly toward a mild fragrance. 
Manufactured by Holley Chemical Co., 
New York City and distributed by 
Flomar Sales Co., 19 W. 44th St., New 
York City. 
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(>a will POLISH PROFITS foo on? CLEAN, POLISH 


P. and 








Experienced dealers know that it is the complete Onco 
line that “polishes profits”, makes them grow, and 
keeps them coming in. That's because Onco gives you 
products attractively labeled, backed by national ad- 
vertising in Better Homes and Gardens and McCall's 

. products which assure steady sales because of 
the many superior features. This is merchandise that 
you can get and you can sell. Put the Onco line to 
work for you! 


with ONE application of 
ONCO Furniture Refresher 
You will be amazed the first time 
you use ONCO FURNITURE RE- 
FRESHER. One application — 
Ask your jobber about the profit making introductory oe Ler mee — a 
a ace ee ‘con, "and all painted surfaces. 
Greaseless and resists finger marks. 
Easy, quick to use. Economical—a 


ONCO Furniture Refresher: One application single application lasts for months. 
Get a free sample from your dealer 














~] P ¢ slick f itiyre wood- a | . 

cleans, waxes, a polishes furniture, wood cr write us giving his name. @ N 

work, stoves, refrigerators, and painted sur- ONTHANK COMPANY « 

faces, Eleventh and Cherry Streets I 
- ‘ Dept. A122 Des Moines, lowa * 

ONCO Automobile Cleaner and Polish: Cleans, Ask about these Onco products too: >» 
waxes, and polishes automobiles in one ap- o GLASS and SILVER CLEANERS 
plication Once ALL-PURPOSE, SEMI-PASTE WAX = | 
a _ Once AUTOMOBILE CLEANER and POLISH { 

Pane ; : 


ONCO Glass and Silver Cleaner: The new no- 
film cleaner that makes glass and metal 
gleam. 

ONCO All-Purpose Semi-Paste Wax: A NEW form 


























of wax—easier to apply—long lasting. A nning © 
heavy duty, traffic type wax. ES AND “ 
, wai eciis TER HO MECALLS eles 
‘ | introduce the ‘ 
eae §~=ONTHANK COMPANY to introduce, {f° demand 
Att_puneost 
Dept. A122 11th and Cherry Streets 
Babcock and Preuss Irving S. Kemp Company Detsch and Company 
200 Fifth Avenue 218-230 North Jefferson 341 Tenth Street 
New York, New York Chicago, Iinois San Francisco, California 














a New Opportunity for 
Profitable Big-volume Sales 






The popular Coffee Cup pattern is now available for 
prompt delivery in the two best-selling sizes: 18” x 20” 
and 14” x 17”. Colors: Red or Black. Feature this item 
for quick sales at a good mark-up! 


THE NEW PRO-TEX 
Victory PAD makes a Hit With Housewives! 





@ Already the VICTORY Pad is a big-volume 
item in thousands of hardware stores from 
Coast to Coast. Repeat orders are now coming 
in at a rapid rate .. . giving proof of house- 
wife appeal. 

The VICTORY Pad has many uses in the 
kitchen and throughout the home, protecting 


surfaces against heat and scratches. It is simi- 
lar to the original PRO-TEX Pad, but is made 
of materials not needed in the war effort. Has 
the same air-cell insulating filler and the same 
asbestos base . . . fireproof and non-scratch- 
ing. The surface is a gleaming, durable white 
enamel... a beautiful background for the 
colorful patterns. 


This is the answer to your problem of “shortages” 


in housewares! Write for illustrated circular! 


BALLONOFF METAL PRODUCTS CO. 


e CLEVELAND, OHIO e 
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SAVE TIME— 


Do It With Wire! 


For thousands of parts it was formerly 
thought had to be milled out of the 
solid stock, wire is a "natural." The fin- 
ished result will stand all necessary 
physical tests, and the amount of time 
saved is often beyond belief. 


Scan your war products closely. If you 
think there is a possible chance of 
switching to wire forms, write us. 


(DEALERS: For the duration, our hard- 
ware deliveries must defer to war 
needs.) 


M. S. Brooks & Sons, Chester, Conn. 


Since 1848 


Kirkland’s Tool Rummage Sale 


| 
| Among the visitors attracted 
| by the sale idea was a prominent 
tool manufacturer, who wanted to 
look over the used tool set-up. 
Before leaving the store he also 
left an order for $17.00 worth of 
ready-mixed paint and made a 


$5.00 cash purchase for other 
goods. An old resident brought 
in a hose reel that cannot be dupli- 
cated today. It was placed on the 
sidewalk and within an hour a 
man driving past stopped and 
came back to buy the reel for 
$3.00. 

Of the many articles brought 
into the store one, although in 
good working order, interests Mr. 
Kirkland more as a museum piece 
than as a tool. A man in his 


| eighties brought in an old, hand- 


BROOKS PHGGKS 





A WORLD-FAMOUS 


Chica th: 


Distinguished visitors have 
made The Blackstone one of 
the World's most famous ho- 
tels. Beautiful appointments, 
quiet luxury, perfect service, 
excellent cuisine, sparkling 
entertainment. 

A. S. KIRKEBY, Managing Director 


The Blackstone 


South Michigan Ave. 
CHICAGO 





Of 


forged cross-cut saw with home- 


(Continued from page 21) 


made wooden handles. His father, 
who was an _ octogenarian at 
death, had owned and used the 
saw, to cut down most of the trees 
that had to be removed when 
Glenside was first settled. The 
saw is more than 100 years old, 
was made of fine material and 
was still usable. The saw’s owner 
priced it at $1.50. 

Adapting this plan in other 
stores can help solve some of the 
tool shortage problems in many 
parts of the country. For like 
Mr. Kirkland’s activity, such a 
plan provides greatly needed and 
hard to get tools for defense work- 
ers, creates traffic for the store 
and frequently puts much needed 
cash in the hands of people who 
have tools they do not need. 





Unfinished Furniture an Aid to Volume 


FINHE We: tport Hardware Co., 

Westport. Conn., maintains good 
stocks of unfinished furniture and 
is featuring this line more promi- 
nently than ever before. Early in 
September the store installed this 
window display which is almost en- 
tirely devoted to this line. Kitchen, 


| bedroom, living room and _ library 


items in a variety of prices were fea- 
tured. Color charts and several cans 


| of paint reminded the prospects of 
| the painting to be done while a 


framed picture and decorative mirror 
made additional bids for many extra 
sales. 

FE. L. Greenberg. of the firm, says, 
“We have done well with unfinished 
furniture. Although we will finish 
these items as an accommodation to 
good customers. we usually sell them 
unfinished. In 95 per cent of our 
sales of unfinished furniture, we will 
sell paint or stain. together with 


brushes, sandpaper and other items 
for completing the job.” 





There's something for every room in the home in this display 
of unfinished furniture featured by the Westport Hardware Co. 
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7. OREMOST among the measures 

recently adopted by our own 
Government to accelerate the wat 
effort is the Controlled Materials 
Plan. a new device to control the 
flow of critical materials’ into war 
production. Its main purpose is to 
make certain that production sched- 
ules are adjusted to the supply of 
materials so thit production require- 
ments can be met. This is to be ac- 
complished not only by adjusting 
requirements for 
supply but also by making the quan- 
tity and type of materials needed 
available at 
meet approved programs. 


materials to the 


the time required to 


Under the Controlled Materials 
Plan, prime contractors will assem- 
ble “bills of materials” specifying 
not only what materials are required 
but when they must be received in 
order to meet approved production 
Included in the 
lists will be the materials needed by 


schedules on time. 
contractors themselves 
and by subcontractors and their sup- 
pliers. Each prime contractor will 


the prime 


submit his list to his particular Gov- 
ernment “claimant agency,” of which 
there are Each claimant 
agency, in turn, will assemble its 
bills of materials and submit them to 
the requirements committee and the 


seven. 


respective controlled materials di- 


visions of the WPB. 

The requirements thus presented 
by the claimant agencies must be 
brought into balance with the known 
available supply before they can be 
When this 
has been made, authorized quanti- 
ties of materials will be allocated to 
the claimant 
distribute their 
their prime contractors in the form 
of “allotment numbers,” which will 
constitute “certified checks” for 
definite amounts of material for de- 


approved. adjustment 


agencies, which will 


allotments among 


livery during specific periods. Prime 
contractors will then pass on allot- 
ment numbers to subcontractors as 
they are needed to secure supplies. 
The allotment numbers will be pre- 
sented to mills with contractors’ 
orders; and mills will be advised by 
the War Production Board as to the 
amount, size and form of materials 
they should 
meet the demand. 


produce in order to 

The new plan is expected to per- 
mit much closer control than is pos- 
sible under the present priority sys- 
tem, including the Production Re- 
quirements Plan, under which each 
firm, large or small, prime contrac- 


tor or subcontractor, submits its 


own requirements to the War Pro- 
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The Controlled Materials Plan 


duction Board for zpproval and re- 
ceives an individual authorization to 
obtain materials. Carbon and alloy 
steel, copper and aluminum, which 
are considered the three most basic 
and critical materials, are the first 
allotted 
plan. which will become efective, in 


to be directly under the 





stage. in the second 
quarter of 1943 and will be in full 
operation by the middle of the year. 


its transitory 


Materials not placed under the new 
form of control will remain under 
the priority system. 
“The Guaranty Survey” for 
Vovember, 1942 issued by 


Guaranty Trust Co. of New York 


Thanksgiving—and Faith 


W' are thankful . . . but we are 
worrying . . . Thankful for 
those traditions we still cherish .. . 
worried lest we have lost faith in 
those who now have control over 
these tr-ditions! . . . Our rights 


have been defended by courageous 


people... /t is our turn now! ... 
Ours to worry about victory ... and 
about what is to come after vic- 
tory! Ours to fight with cour- 
age . . . while others accuse us of 


being “unpatriotic” even while we 


are fighting Ours to ask why 


“nucleus” stores are needed to win 


JOHNSON STEEL 


WORCESTER 


this war... Why utterly impossible~ 


regulations are necessary : 
Whether or not those things we are 
fighting for are being lost in the 
process of fighting? Ours to 
have faith and also ours to see that 
this faith is not abused . . . No 
country can survive without faith in 
its leaders . . . Do we have that 
faith? . . . Do our leaders merit 
it? ... It is our turn to find out! 

Retail News Briefs of 

Illinois 

Retail 


Federation of 


{ssociations 


FOR WIRE 


Uniformity of pre- 
scribed physical and 
metallurgical proper- 
ties within exacting 
limits. Standard and 
special grade. 
Laboratory controlled. 
Custom made for the 
hard jobs. 


WIRE CO.INC. 


* MASSACHUSETTS 





Branch Offices in American Industrial Centers 








THE LANTERN 
WITH 
THE AERO 


FEATURES 


2 Sizes 
1 Quality 


Air-minded America has sent Air Pilot 
sales skyrocketing. Most modern of 
all lanterns, this sleek, fast-lighting 
Air Pilot with its Air Flow Combus- 
tion, Aero (rain-shedding) Dome and 
All-weather Controls sell on sight. 












Embury Mfg. Co., Warsaw,N.Y. 








Changes 


New products and new 
trade names are constantly 
being addee «w the listiags 
for the next Directory Num- 
ber of HARDWARE AGE. 


Therefore, if you do not 
find in the current issue of 
the Directory Number the 
product you are interested 
in, write to the “Who 
Makes It” Editor. He'll be 


glad to serve you. 
HARDWARE AGE 
100 East 42d St., New York City 
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OPA Starts to Crack Down 


N THE November 24, 1942, morn- 

ing’s paper. approximately 100 
merchants were listed whom the 
OPA had notified of violations of 
the General Maximum Price Regu- 
lations. Thank 
our members were listed as viola- 
This does, however, show that 
immediate should — be 
given to the simplification of the 
Maximum Price Order 
about which Government officials 
have so long talked. 


goodness none of 


tors, 


attention 


General 


The price order is the father of a 
long series of perplexing, confus- 
ing, and harrassing formulae and 
interpretations which have left re- 
tailers gasping for breath. The at- 
tempt to control all types, branches, 
and factors of retailing, wholesal- 
ing. and manufacturing has created 

“bases” and 
even the large 
master 


a hodge-podge of 
which 
cannot 


“formulae” 


stores much less 


merchants. Recording 
is. in many instances, an impossible 
burden. The compilation of thou- 
requiring 


the smaller 


calculations 
many people and much time and 
When 


them? 


sands of 
expense is a useless waste. 
is OPA going to examine 
And how will the small stores com- 
ply when the larger stores find it 
virtually impossible to do so? 


merchants have 
good and while 
straining every effort to comply with 
the posting and listing requirements 
for the protective and morale build- 
ing features of these provisions, the 
great majority of the merchants 
know that it is an impossible task 
to comply with the regulations as 
they are “ow written. Something 
must Some change must 
be made. and our suggestion would 


The small retail 


been soldiers, 


be done. 


be a cost-plus-markup. 


Theorists want to know what can 
be done to help the little fellow. 
Hard-headed and practical legisla- 
tors would like to know too. Let’s 
list a few simple facts that didn’t 
come from book learning but from 
that which 
makes the merchant “tops” in its 


field. 
(1) You 


without goods to sell. 


school of economics 


stay in business 
Hence the 
hope that every ounce of civilian 
goods that can be produced will be 
produced 


can't 


soon, 


(2) You can’t sell the merchan- 
dise without someone to sell it. The 
quicker the U. S. Employment 
Service can handle “non-essential” 
placements the better. 


(3) You can’t comply with regu- 
lations you cannot understand. 
Which explains why the battle 
against inflation will be lost unless 
simplicity comes soon. 


(4) You can’t pay taxes—be the 
goose that lays the golden egg 
unless you make enough money to 
pay taxes—and 2,000,000 little fel- 


lows pay a lot of taxes. 


(5) You can’t hold prices down 
without holding wages and com- 
modity prices down. And it seems 
to us that there is being plenty 
said about this—right now. 


(6) You can’t—sensibly—plan to 
pay out billions in subsidization un- 
der the GMPR when you could, far 
more equitably, permit “squeezed” 
merchants to raise their prices to the 
top level in a given area. 

(7) You can’t cram __ intricate 
regulations down the throats of store 
owners who have no adequate help 
and who employ only one, two or 
three people at the most. 


(8) You can’t retain morale in 
this country if 120,000,000 people 
are forced to try a new system of 
Which will happen 
unless the serious and very useful 
functions of distribution are 
recognized. 

(9) You can’t get this recogni- 
tion—Mr. Retailers—unless you 
VOTE and vote intelligently, and 
unless you actively participate in 
sound government. 


buying goods. 


soon 


(10) You can’t win the war on 
the military front and lose it on 
the internal front. What a hollow 
Pyrrhic victory that would be! 

And, without referring to list- 
ings of any Government Agencies, 


they can’t understand the small 
merchants’ problems while sitting 


back of a walnut desk and drafting 
rules that even the merchant 
“prince” with huge personnel can- 

not possibly execute. 
—J.C. Amis, Secretary Chicago 
Retail Hardware Assn. 


For the Merchant 


Astoria, Ore., business groups 
go about the business of selling 
Astoria as a shopping center by 
means of the radio. They put on 
a weekly broadcast entitled “The 
Case for Astoria Businessmen.” 
They use newspaper advertising to 
call attention to the program. 
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PORTER 


BOLT CLIPPERS 


In prod 1-construction a Porter 
Clipper will save labor costs. In repairs 
and emergencies a Porter Clipper will re 
duce shut-down time losses. Be prepared 
by having the right tool ready when 
you need it. Porter Clippers in various 
sizes and models to meet all require 
ments — cutting bolts, rods, stranded 
cable or chain. Capaéities up to 34 an 
nealed bolts. Special jaws for cutting hard 
steel. Special tools tor special operations. 
Every Porter tool. precision built. 


ee Wee 
EVERETT, MASS. 













SEND FOR CATA- 
LOG giving valuable 
information about time 
and labor saving in us- 
ing two-hand portable 
metal cutters. 

NOTE: We are using 


every available machine 
and every available 





man, 24 hours a day, to 
= meet Government re- 
quirements, and especial- 
ly to meet our jobbers’ 
needs with the earliest 
possible shipments. 





BROUGHT RESULTS 
WITHIN 24 HOURS 


Here's what a well known supply 
company wrote us after they ran a 
classified want ad one time o-', in 


HARDWARE AGE: 


"Our ad for Electric Clippers in your 
Convention Number brought the de- 
sired results within 24 hours after your 
magazine hit the trade." 


This is added proof that HARDWARE 
AGE classified ads secure results 
quickly. What the classified oppor- 
tunities section can do for others—it 
can do for you. Address: 


HARDWARE AGE 


Classified Opportunities Section 
100 East 42nd St. New York, N. Y. 
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FOR VICTORY 


Buy U. S. War Bonds and Stamps 


For Defense Construction 


Buy Spring Hinges of Quality 


~-(CHICAGO)—= 


SPRING HINGES, 





Type BUT2001 


We are proud that Chicago Spring Hinges 
have been specified and used for many of our 
Country’s greatest defense plants and for ships 
of our Navy. 






Chicago Spring Hinge Company. 
CHICAGO NEW YORK 



















TOP@LINE 


ANTI-RUST PERMANENT TYPE 
ANTI-FREEZE 


Gives full year ’round protection. Thoroughly 
tested by prominent laboratories. Top Line is 
guaranteed to be safe, non-corrosive and odor- 
less. Made of non-critical materials, Top Line 
is now different ... better. Get your supply of 
top selling Top Line anti-freeze now! 


BOND ANTI-FREEZE FACTORY 


DIVISION 


“CHEMICALS fH SOUTH: 


GAMBILL BUILDING, NASHVILLE, TENNESSEE 














PRIEST'S CLIPPERS 
A Complete 
Line— 


Ask 
Your Jobber 
75 Years' Reputation in the Trade 


AMERICAN SHEARER MFG. CO. 


NASHUA, N. H. 














‘GUNSHINE 


roOCEes® 
Frenne A = 


cHAMO 


MADE IN U.S A 


ASK YOUR JOGOBBER 
FOR GUAR EXTRA VALUE 
SEWED PIECE CHAMOIS 


HOYT & WORTHEN TANNING CORP 
HAVERHILL. MASS 








Gelanes Clips 


Registered U. 8. Pat. Office 
l'atented Gripper 
Clips, flexible steel, 
nickel plated. Sma)! 
size holds kitchen 
utensils, tools, golf 
clubs, canes, etc. 
Large size for 
brooms, mops, gar- 
den tools, ete. Re- 
tail 10¢ ea. Also 
Robertson original 
“Horseshoe Mag- 
net’’ Hammers. 


@ GIBSON GOOD TOOLS, INC. , 














Box 268 Orange, Mass., U.S.A. 





HELPS WARTIME MAINTENANCE 


Duthams 


ROCK HARD 


WATER PUTTY 


Will Not Shrink - Sticks and Stays Put 





IMMEDIATE DELIVERY from your jobber 


Donald Durham Company, Des Moines, lowa 











There's a Mine 
of Information 


vitally-important 
facts, live merchan- 
dising ideas and 
sales-producing 
methods in HARD- 
WARE AGE. Make 
it a habit to read 
your business paper 
regularly and thor- 
oughly. 
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Something New in Service Stations 


—It Attracts the Youngsters 


“ROLLER skate service station 

is one of the methods used by 
Martin Hardware Company, Athens, 
Ala.. to harness juvenile purchasing 
power to its store. 

The service station is simply a 
small platform on the sidewalk in 
front of the store where a boy (or 
girl) may sit down and adjust his 
skates. A pair of pliers. skate key 
and a can of oil are provided for his 
convenience, but Fred Martin, of 
this concern, advises that it is best 
to attach these tools to a post, so 
nobody will walk off with them. Or 
the tools can be kept inside the 


| store. 


Mr. Martin said this was simply a 
good will gesture on the part of the 
store, but that children seem to ap- 
preciate it and come there when 
they wish to buy sporting goods, 
toys and other merchandise. “Get 
the boys to coming to your store 
and they will bring along their 
fathers and mothers,” said Mr. 
Martin. 


. Le He 
MARTIN HDWE.CO. 
- Roller Skate =-3 
Service Station | 





Tools and oil are ready for the 
youngster who has to adjust his 
skates. It's a good aid to sales. 








O’Cedar War-time Package Change 





Foreseeing the shortage of metal containers for specialty items, the O’Cedar 
Corp., Chicago, Ill., recently adopted glass containers for all of its items in 
this category. The new containers, furnished in green, amber and crystal 
glass as an aid to identifying different products in the line, were manufac- 
tured by Owens-Illinois Glass Co., Toledo, Ohio. 
the family appearance of the line by using containers of identical shape and 
color, various sizes of the same item are further related through the medium 
of a lithographed paper label which varies slightly in design for each item. 
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In addition to maintaining 

















bn Ib. can n 25¢ 


@ Makes 40 Gallons per Pound? THE COLD WATER SOAPLESS SOAP POWDER 
Write for FREE SAMPLE and Selling Information! THE SAVOGRAN CO., India Wharf, BOSTON, MASS. 


SAVOGRAN Heavy Duty CLEANER SAV f — Pr SAVOGRAN WOOD PUTTY e PAINT BRUSH CLEANER 
CRACK FILLER + REMOVER & BLEACHER STRYPEEZE Semi-Paste REMOVER 


What Other Cleaner 
@ Works in COLD Water, HARD Water, SALT Water? 
@ Makes Suds Without Soap? oe 








World’s Standard for Half a Century CARPENTERS’ WOOD 


SAND’S LEVELS (‘““°*mines 


SAND'S-STEVENS TELL THE TRUTH TILE SETTERS’ WOOD 


SURFACE AND LINE i : ; AND ALUMINUM 
SAND’S LEVEL & TOOL CO. 8631 Gratiot Ave. Detroit, Mich. cuidiinsinin 


“FACTORY ( = z WRITE 
BUILT-IN ACCURACY” | mum " S FOR CATALOG 


































THE BIT WITHOUT A 
CENTER SPUR.. 


The Forstner Augur Bit Is 
Guided By Its Circular Rim 


Tue Forstner 
Augur Bit bores at 
angles, cuts any 
arc of a circle, and 
leaves a smooth- 
walled, flat-bot- 
tomed hole in the 
toughest, knottiest 


woods. l + Exceeds the rigid strength specifications of 
If your customers have war uses for ee ee ‘ 
these heavily demanded bits, you can the U. S. Gov't., States, Municipalities, railroads 


get them with hand brace shanks, : ‘ . 
from ' to 114" by sixteenths; with and industrial users. Top quality—yet reasonably 








chine shanks, f 134” fo 3” : 
by sighthe. BER eee priced. Sold thru leading jobbers everywhere 


PURITAN CORDAGE MILLS 


Incorporated 


The PROGRESSIVE MFC. CO. FRR ae J 


TORRINGT OR een NECTICUHUT 


























- MOLDED RUBBER GOODS srxd%?rics 
| A N N |] U N ( K M E N T | Plain and Mushroom Bumpers — Suction Rubbers 


Rubber Head Nails Toilet Seat Bumpers 
Raybestos-Manhattan regrets the Chair Tips Crutch Tips 
necessity of discontinuing its lines of Asbestos | 
and Woven Glass Wicking. ee © 
We plan to offer the trade, about March 


first, a line of asbestos paper wicks, of new 


and superior design. T I E E LA S TI C T I 4 C 0. 


| INDUSTRIAL SALES DIVISION 370 ATLANTIC AVE 
) AYBESTOS-MANHATTAN, INC. SEND FOR CATALOG . 
; — ne it Guana SX. BOSTON, MASS. 
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Ace Hardware Corp., annual con- 
vention and exhibit, Jan. 18-20, 1943, 
at the Hotel Sherman, Chicago, II. 
E. G. Lindquist, 1319 S. Michigan Ave., 
Chicago, is secretary. 


American Hardware Supply Co., 
annual convention, January 25, 26, 1943, 
at company headquarters, 41-43 Termi- 
nal Way, South Side, Pittsburgh, Pa. 
William M. Stout is general manager. 


American Toy Fair, March 8-20, 
1943, inclusive. Permanent exhibits at 
200 Fifth Ave., New York City; 1107 
Broadway and other permanent show- 
rooms and at the Hotel McAlpin, Broad- 
way and W. 34th St. The fair will be 
sponsored by Toy Manufacturers of the 
U. S. A. Ine., 200 Fifth Ave., New 


rector. Horatio L. Clark, assistant di- 
rector is in charge of the fair. 


California Retail Hardware Associa- 
tion, annual convention, Feb. 15-16, 
1943. Sessions will be held at the West- 
ern Merchandise Mart, 1355 Market St., 
San Francisco, Cal. Hotel Headquarters 
at Hotel Whitcomb, San Francisco. 
LeRoy Smith, 417 Market St., San Fran- 
cisco, is secretary. 

Hall Hardware Co., annual con- 
vention, during the week of February 
15th. Details will be announced in a 
S. P. Duffy, Hall Hardware 
Co., Minneapolis, Minn., is manager. 


later issue. 


Iowa Retail Hardware Association, 
annual convention, Feb. 10-11, 1943, at 
Des Moines, Iowa. Headquarters and 


York City, James L. Fri, 


managing di- 


sessions at the Fort Des Moines Hotel. 
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HARDWARE EXECUTIVE 


Large eastern hardware retail store with 
annual sales well over $1,000,000 re- 
quires a general manager who is capable 
of operating all phases of the business. 
Candidates must have strong hardware 
background either in wholesale or re- 
tail with emphasis on sales and mer- 
chandising. Age 40-48. Salary $7,500- 
$9,000. Replies should include personal 
data, family status, nationality and de- 
tailed experience. All answers will be 
held confidential. 


Address Box H-165, care of HARDWARE AGE 
100 E. 42nd Street, New York City 











WE WILL PURCHASE FOR CASH 
Entire Stocks 
HARDWARE — PAINT — TOOLS 
Write what you have to offer 
MILTON HARDWARE Co. 
OXFORD, PA. 

We also buy factory closeouts, 
surplus or discontinued items. 

Address Box H-166, care of HARDWARE AGE 
100 E. 42nd St., N. Y. City 











SALESMEN! 
REBUILD WAR-REDUCED INCOMES! 


If War Shortages, Winter Weather and Gasoline 
Rationing have decreased your sales, we suggest 
you write us. We are a leading industrial manu- 
facturer whose nationally advertised products are 
used by many of the largest industrials, meet 
many critical shortages, and are rapidly expanding 


Address Box H-162, care of HARDWARE AGE 
100 E. 42nd Street, New York City 











LONG ESTABLISHED MANUFACTURER’S 
SALES AGENCY, IN ST. LOUIS, COVER 
ING MISSOURI, KANSAS, NEBRASKA, 
ILLINOIS, INDIANA. CAN HANDLE SEV- 


ERAL GOOD HARDWARE LINES. WE 
HAVE A HIGH-CLASS HARDWARE JOB 
BING TRADE AND DESIRE TO OPEN 


NEGOTIATIONS WITH MANUFACTURERS 
WHO WANT BETTER REPRESENTATION 
IN OUR TERRITORY ON NEW OR KNOWN 





LINES OF MERCHANDISE. ADDRESS 
BOX H-163, CARE OF HARDWARE AGE. 
100 E. 42ND STREET, NEW YORK CITY 


WANTED: EXPERIENCED RETAIL HARD 
WARE MAN. One who can manage a busy 
store and not afraid of hard work. Forty miles 
from New York City. Forty-five dollars per 
week to start with. Quick advancement to the 
| right man. Address Box H-160, care of Harp 
| waRE Ace, 100 E. 42nd St., N. Y. City. 
| ———— — —— —————— —_—__—— 

LINE WANTED — MANUFACTURERS’ 
AGENT COVERING New England with fow 
aggressive salesmen wants staple line on com 
mission basis. Now selling leading hardware 
jobbers, department stores, furniture and hard 
ware stores Established 15 years. Office and 
sample room in Boston. Excellent referenc 
Address Box H-161, care of Harpware Act 
100 E. 42nd St., N. Y. City. 





WANTED, WE WILL BUY HARDWARF 
tools plumbing and_ electrical supplies and 
kitchenware; any amount— large or small—close 
outs, overstock or complete inventories of con 
cerns desirous of retiring from business. What 
have you? Address Box H-164, care of Harp 
waRE Ace, 100 E. 42nd Street, New York City 





MANUFACTURER’S REPRESENTATIVE 
DESIRES A LINE—20 year acquaintance with 
chain store syndicates, also electrical and hard- 
ware distributors in greater New York and 
vicinity. Seeks sales connection in this territory. 
Address Box H-158, care of Harpware Ace, 10° 
| E. 42nd St., N. Y. City. 








Coming Conventions and Events «+ 


Corrected Each Issue According to Latest Data 


Philip R. Jacobson, Mason City, Iowa, 
is secretary. 

Kentucky Hardware and Implement 
Association, annual convention, Jan. 
19-20, 1943, in Louisville, Ky. Hotel 
headquarters and sessions at the Ken- 
tucky Hotel. J. M. Stone, 315 Kentucky 
Hotel, Louisville, Ky., is secretary. 


Minnesota Retail Hardware Associa- 
tion, annual convention and_ exhibit, 
Jan. 26-28, 1943, in St. Paul, Minn. 
Headquarters, sessions and exhibit in 
the St. Paul Hotel. C. J. Christopher. 
Nicollet at 24th St., Minneapolis, Minn., 
is secretary. 

Missouri Retail Hardware Associa- 
tion, annual convention, Feb. 16-17, 
1943, in St. Louis, Mo. Hotel headquar- 
ters and sessions at the Jefferson Hotel. 
Louis C. Kreh, 323-324 Wainright Build- 
ing, 7th and Chestnut Sts., St. Louis, 
Mo., is secretary. 

Mountain States Hardware & Im- 
plement Association, annual convention, 
Jan. 19-20, 1943, at Cosmopolitan Hotel, 
Denver, Colo. John J. Bartlett, 637 
Pine St., Boulder, Colo., is secretary. 


New York State Retail Hardware 
Association, annual convention, Feb. 
9-10, 1943, at Hotel Syracuse, Syracuse, 
N. Y. Nicholas H. Kiley, 508 Hills 
Building, Syracuse, N. Y., is secretary. 

Ohio Hardware Association, war 
conference and exhibit, Feb. 16-18, 
1943. in Columbus, Ohio. Headquar- 
ters. conference sessions and exhibit at 
the Deshler-Wallick Hotel. John B. 
Conklin, 175 South High St., Colum- 
bus, is secretary. 

Southern California Retail Hard- 
ware Association, annual convention 
and exhibit, Feb. 24-25, 1943, in Los 
Angeles, Calif. Convention headquar- 
ters, sessions and exhibit at the Elks 
Club. J. V. Guilfoyle, 509 Rives Syrong 
Building, Los Angeles, Calif., is man- 
aging director. 

Virginia Retail Hardware Asso- 
ciation, annual convention, Feb. 22-23, 
1943, at the Hotel Roanoke, Roanoke, 
Va. G. T. Omohundro, Jr., Scottsville, 
Va., is secretary. 

Western Retail Implement and 
Hardware Association, annual conven- 
tion and exhibit, Jan. 26-27, 1943, in 
Kansas City, Mo. Headquarters and ses- 
sions will be at the Hotel President. 
Frank H. Spink, 322 Scarritt Bldg., Kan- 
sas City, Mo., is secretary. 

Wisco Hardware Co. annual conven- 
tion, Jan. 25-27, 1943, at the company’s 
headquarters, Madison, Wis. J. A. 
Fitschen is secretary and general man- 
ager. . 

Wisconsin Retail Hardware Associa- 
tion, annual convention, Feb. 2-3, 1943, 
at the Hotel Schroeder, Milwaukee, Wis. 
H. A. Lewis, Stevens Point, Wis., is 
secretary-treasurer. 
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“*  “Wse Brushes of Marit” 


“UNITED” 


FOR 


VICTORY 
Buy U. S. WAR BONDS 


<UBM> wire BRUSH MANUFACTORIES 





‘‘UNITED BRUSHES’’ 


FOR PAINTING 
AND DECORATING 



























Another War-Time Christmas Greeting 
to our Dealer Friends everywhere 


May Peace be soon in coming and may it find you in good 
health and ready for the tasks it brings— 


VAUGHAN NOVELTY MFG. CO., INc. 
"World’s Largest Manufacturer of Bottle Openers and Can Openers”’ T H E Ww M . $s Cc H oO L L H oO R N C oO . 


3211-25 CARROLL AVENUE CHICAGO, ILL., U.S.A. New Haven, Conn 


* * * * BUY WAR BONDS AND STAMPS * * * .*® 


PAINT CONDITIONER 
PUTTY KNIFE 
. 
S 
PINS 
} An — 
V Z 
i. S 
4 2 i“ ® 
SS 2 No. 30 be 
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Le 
There are no substitutes for quality—buy RED DEVIL Modern-line 
GLASS CUTTERS, glaziers and painters tools and machines. 


_ LANDON P. SMITH, Inc. Irvington, New Jersey, U. Ss. A. : 


AMERICAN CHAIN 
7 Welded and Webless 


AMERICAN CHAIN & CABLE COMPANY, Inc., BRIDGEPORT, CONNECTICUT 
AMERICAN CHAIN DIVISION, YORK, PENNSYLVANIA 


— 


= 
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War Work Limits 
Supplying Big Demand For 


CHICAGO LOCKS 





But We'll Supply 
Dealers as Long as We Can 


ax t forget—All CHICAGO Locks 
lock BOTH sides of Shackle 
Selling this ‘‘Double Locking 
Double Security’’ makes quicker, 
easier sales and wins Good Will 
Chicago Loeks are priced to enable 
you to meet Price Competition on a 
Quality Basis . and remember 


there's a CHICAGO Lock for every 
need. Investigate. Ask your Jobber 


CHICAGO LOCK CO. 
2024 N. Racine Ave., Chicago, Ill. 








BOSTON WOVEN HOSE 
& RUBBER COMPANY 


CAMBRIOGE, MASS. 











Users everywhere know the 
solder quality. Display the 
Gardiner Repair-Ail Kit and you'll 
win the cream of the big home mar- 


ket. Ask your jobber for prices and 


details 


» 


2 
A Carex 





te ee 





br SET-10¢ SET-10c SET 
& FLOORS - CREATE QUIET 


advertised 
Gardiner trade-mark as a sign of highest 
famous 
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IMETAL CO. 97 
4821 So. Campbell Ave., Chicago, Ill. 


Genui"® DOMES 2X SILENCE 


SOFTLY - SMOOTHLY 


SAVE FURNITURE 


Look for name 
“Domes of Silence” 










Ask your Jobber 


Domes of Silence — 


If he is 


not supplied write to 


DOMES of SILENCE Inc., 35 Pearl St., N.Y. ¢ 





Insulated Cushion Glides 


For Tile, Marble, Cement and Bathroom Floors. 
Neiseless. Sizes for metal beds, wood beds, large 


| 
| 





A 
American Cabinet Hdwe. Co. 60 | 
| American Chain & Cable Co. Inc.. 71 
American Chain Div. ! 
American Fork & Hoe Co 49 | 
American Shearer Mfg. Co. 68 
Archer, Daniels, Midlond Co. 43 
Atlas Ansonia Co. 50 
Atlas Asbestos Co. 50 
Automatic Products Co 42 
B 
Ballonoff Metal Products Co. 63 
Berea Abrasives 57 
Blackstone Hotel 64 
Blaisdell Pencil Co. 53 
Boston Woven Hose & Rubber Co 
3, 72 
Brooks & Sons, M. S. 64 
c 
Capewell Mfg. Co. 56 
Chemicals of the South 
Top Line Div. 67 
Lo-Zone Div 48 
Chicago Lock Co. 72 
Chicago Spring Hinge Co. 67 
Cleveland Cooperative Stove Co. 45 
| Columbian Rope Co 33 | 
D 
Domes of Silence 72 
Durham Co., Donald 68 
E 
Edlund Co 53 
Elastic Tip Co 69 
Embury Mfg. Co. 66 
Enterprise Mfg. Co. | 
G 
Gardiner Metal Co 72 
Gibson Good Tools, Inc 68 
H 
Heller Bros. Co 10 
Hoyt & Worthen Tanning Corp 68 
J 
Jennings Mfg. Co., The Russell 59 
Johnson Steel & Wire Co., Inc. 65 
K 
Klein & Sons, Mathias 31 
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L 
Lloyd Products Co. 59 
Lockwood Mfg. Co 13 
M 
McCambridge & McCambridge Co. 75 
McKinney Mfg. Co. 4| 
Megow's 62 
Miller, Inc., Robert E. 72 
Myers & Bro. Co., F. E. 44 
N 
National Mfg. Co 56 
Nicholson File Co. 8 
° 
Onthank Company 63 
o 
Porter, Inc., H. K. 67 
Progressive Mfg. Co. 69 
Puritan Cordage Mills 69 
R 
Raybestos-Manhattan, Inc., indus- 
trial Sales Div. 69 
Remington Arms Co., Inc. 27 
Richards-Wilcox Mfg. Co. 4 
Rogers Isinglass & Glue Co. 53 
Ss 
Samson Cordage Works 53 
Sand's Level & Tool Co. 69 
Savogran Co. 69 
Schatz Mfg. Co., The 7 
Schollhorn Co., William 71 
Shapleigh Hdwe. Company 76 
Shelby Spring Hinge Co. 60 
Smith, Inc., Landon P. 71 
Southington Hdwe. Mfg. Co. 48 
Stanley Works, The 5 
T 
Tennessee Valley Associated Mar- 
keters 48, 67 
U 
Union Hardware Co. 47 
United Brush Manufactories 71 
United States Plywood Co. (Weld- 
wood Div.) 6 
v 
Vaughan Novelty Mfg. Co., Inc... 71 
Ww 
Weaver Pres-Kloth Co. 7 
Witt Cornice Co 49 
Wooster Brush Co. 2 
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QUICK FACTS ABOUT 
THE VITAL USEFULNESS 
OF THIS 21ST EDITION 


1. 739 pages of Product Listings & 
Condensed Catalogs—streamlined -to 
help hardware retailers and whole- 
salers meet today’s wartime condi- 
tions. 


2. 330 pages of Product advertis- 
ing—the ad-catalogs of 525 manu- 
facturers. 


3. Over 20,000 manufacturers’ 
brand and trade names under ap- 
proximately 7,500 Product-Headings 
—all streamlined and modernized 
for quick and easy reference. 


4, More than 30 Editorial Refer- 
ence pages present needed data on 
a variety of subjects vital to hard- 
ware merchants. Included are sum- 
maries of war-time and priority “P” 
orders affecting hardware merchan- 
dise. 


5. Special listing of trade names 
and house brands owned by and 
originating with hardware jobbers. 


6. The most complete and compre- 
hensive Directory Number ever pub- 
lished of manufacturers of Hardware, 
Tools, Household and Kitchen ware; 
Farm, Garden and Dairy Equipment; 
Insecticides, etc.; Paint, Stoves, 
Electrical Appliances and Supplies; 
etc., plus hundreds of merchandise 
items made of non-critical materials 
to meet war-time conditions. 








DECEMBER 24, 1942 


THE 21ST EDITION 





MERCHANDISE 
DIRECTORY 
NUMBER OF 
HARDWARE AGE 


Is now actively performing a 
vital wartime service for wholesalers 


and retailers of hardware 


UST off the press, this new edition has been streamlined to meet the 
urgent needs of 26,000 Hardware Buyers. 


In one book they can locate all important hardware manufacturers for 
substitute or alternate products of non-critical materials to make up for the 
loss of sales and revenue on normal products which are now unavailable. 


This makes the new edition more useful, more needed, than ever before— 
a veritable lifesaver—a key to gearing their merchandising activities for a 
more profitable survival under today’s conditions. 


Equally important is the Editorial Reference Data presenting a summary 
of war-time orders affecting hardware store merchandise, priority “P” 
orders and up-to-the-minute data on a variety of subjects vital to hardware 
merchants. 


In every way this 2lst coming-of-age edition of “Who Makes It” is a 
splendid example of the editorial service that has made HARDWARE AGE 
the acknowledged leader in the field. 


HARDWARE AGE 


100 East 42nd Street, New York, N. Y. A. B. C. © Charter Member ¢ A. B. P. 
A CHILTON ® PUBLICATION 
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Simplify Your Stock Jaking with the 


Harpware Ace Wurre Inventory SHEETs 


Actual size of sneets 9% by 12 inches over all; writing are 
8/2 by I1'/2 inches. Sheets printed on both sides of good 
white bond paper, with 28 entry lines on each side. PRICE $! 
for 200 sheets (400 pages) poius 25¢ mailing charge. 


Enter ed BY 


ed 
rerended BY 


1ou can make your annual inventory taking an 
easier, surer job by using the HARDWARE AGE 
WHITE INVENTORY SHEETS which 1.000 
leading retail hardware dealers helped us design. 


From the many suggestions received this sheet 
was designed to sell at a new low price — 200 
sheets for only $1, plus a 25¢ mailing charge. As 
these sheets are printed on both sides of good 
white bond paper, this means vou really get 
400 pages of inventory record sheets. Each side 
of the sheet has room for 28 items. Your $1.25 
investment provides inventory space for 11.200 
items. 


During the past years, thousands of retail hard- 
ware dealers and wholesalers have used millions 
of HARDWARE AGE Inventorv Sheets because 
they found them simple. convenient and handv 


to use. The WHITE INVENTORY SHEETS are 


tnitivnstpurniicienninnnii Maas icciaicetsicisiinialsiasiscasie 


HARDWARE AGE 12-24 
100 East 42nd Street, New York, N. Y 
Gentlemen: 

Here is my $ . Please send me ......... hundred white HARDWARE AGE Inventory Sheets (200 for $1.00. plus 25¢ mailing 


charge). Also send me 


Serer CEO Te eT eT ee Ten ery 
ADORESS ... Wwhtkivdethiebestedividniesweseusaeaasenaed 


74 















the best ever—thev are even more simpie, more 
convenient and easier to use. Our entire effort 
was directed toward making vour annual inven- 
tory taking an easier and surer undertaking. 


These WHITE INVENTORY SHEETS wil) 
fit the HARDWARE AGE Inventory Sheet Bind- 
ers which are used by thousands of dealers who 
reorder their Inventory Sheets from us year in 
and year out. 


Due to the exceptional low price at which 

these sheets are sold and which applies to the 
United States and its possessions only, please 
have your money order or check accompant 
vour order. 
Make vour inventory taking this year eusier 
and surer with these WHITE INVENTORY 
SHEETS. Use the coupon below to order vour 
supply todav. 


Binders (50¢ each). Send these to me by return mail. 
FIRM NAME 
CITY Satan ..... STATE 


HARDWARE AGE 























BIGGER PROFITS 


IN THE CARDS 
For You 


WITH 


FIENDOIL 


IN THE NEW 35c 
.«-—VICTORY BOTTLE 


HE biggest advertising campaign Fiendoil has ever featured 

will direct new gun customers to dealers who feature this pop- 
ular gun oil today. Through the war stimulus to gun care—be- 
cause guns may not be replaced—and because Fiendoil delivers 
laborless, lasting, cleaning and rust protection to guns there'll be 
a steady jump in demand for Fiendoil starting now! 


Every Time You Sell a Shell You’ve Sold a 
Use for Fiendoil 


































Every time a gun is fired the need for Fiendoil is being built up and the 
demand for Fiendoil is being built up for you by this new ad campaign to 
sportsmen on their gun friend, the rust inhibitor they know is reliable. 


Fiendoil keeps a gun owner’s good will for you by keeping his gun in good 
shape—free of rust, oxidation, powder and pitting! It cleans and removes 
primer and metal fouling in a single operation. Fiendoil is the only solution 
on an oil base that does this unattended by manual labor. 





There's a Supply 
Behind Your Buy! ih 


Your nearest Fiendoil jobber can immedi- a 
ately supply you with the new Fiendoil 
counter carton —12 bottles individually 
cartoned in a bright, colorful, self-selling Q A DS 
counter display. Every time a 5 1 
gun is fired the need for 3 

Fiendoil is created — and that 

means MORE SALES for was 


America’s most famous gun oil. — nea » . 
Your Price . * é 
$2.80 per Dozen as 8 
Retail Price “Oh 0N ey m = 
per 2 oz. Bottle, 35¢ | 2 


ORDER THROUGH YOUR 
JOBBER...FOR SPECIAL LITERATURE WRITE 
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